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The Progressive Company 


The Missouri State Life is sincerely striving to render 
progressive service. Its Executives, Officers and De- 
partment Heads are constantly on the alert to give help- 
ful cooperation of the most practical character. The 
Company knows the value of Agents—it is fully aware 
of their problems, and seeks at all times to maintain a 
close relationship and sympathetic understanding be- 
tween its Home Office and Field forces with a view of 
rendering service that will make it easier for the Agent 
and enable him to give complete satisfaction to his 
clients. It is this progressive spirit—the spirit of co- 
operation and service, extending through every Depart- 
ment and every Agency of the Company, that is re- 
sponsible for the Company’s wonderful growth. It is 
the principal factor that gives to the Missouri State Life 
the distinction of being “The Progressive Company.” 

















More than 


$1,240,000,000.00 


of insurance in force 





MISSOURI STATE LIFE INSURANCE COMPANY 


Hillsman Taylor, President, St. Louis 



































WHAT IS A CONTEST? 


It is a project whereby a Company assists its Agency Organization to 
write more business. A Contest is primarily to help the men in the Field. 
Ask any Life Insurance man and he will tell you that the greatest obstacle 
he has to overcome is that his prospects admit that the proposition is a 
good one, that they need the Insurance, but they are not ready to make 
application right now. 


A Contest helps the agent to overcome this obstacle and a Contest which 
involves sentiment and recognition is always the most effective. Men will 
help their fellows to gain honor and recognition but they are slow to 
enthuse about helping them make greater profits. 


The Pan-American Life Insurance Company strongly believes in Pro- 
duction Contests. For instance, August has been designated as Sim- 
mons-Loyalty Month and all business written during this period will be 
in honor of the Company’s Vice President and General Manager, Ed- 
ward G. Simmons. 


Such a campaign as Simmons-Loyalty Month is just another one of those 
little things which will go so far toward making your association with the 
Pan-American a happy and profitable one. 


We have available territory for men who are not presently connected. 


ADDRESS 


TED M. SIMMONS 
Manager United States Agencies 


Pan-AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 


Crawford H. Ellis ___E. G. Simmons 
President Vice-President and General Manager 
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Thirty-Fourth Year No. 31 


ake Steps to 
Curb Twisting 


ew Yorkers Will Present Tan- 
» gible Program to All Home 
Office Officials 


SUGGEST BLANK CHANGES 


a . . 
“Aroused by Recent Increase in Evil, 
Organization Starts National 
Campaign 


NEW YORK, July 31.—Motivated 
> reports of an increase in twisting in 
ihe months, the New York 
sAssociation Life Underwriters has 
Maken steps to bring about concerted ac- 
ition on the part of home offices to curb 
this underwriting ill, which has always 
pexisted to a greater or less extent, with 

Acting 
conduct 


past few 


of 


means of checking it. 
advice the business 
"committee, the executive committee of 
Othe association has authorized a na- 
Htional campaign under the direction of 
BLeon Gilbert Simon, president of the 
to bring about the desired 


meager r 


Hupon of 


Bassociation, 





Schanges. A tangible program has been 
Soutlined and will be submitted to all 
Shome offices, as well as all managers 
Sand general agents in the immediate ter- 
sritory. 

3 Strikes at Heart 

» The plan proposed strikes at the very 
heart of the problem and puts the re- 


Bsponsibi on two groups, those in the 


Bhome offices responsible for the policy 
miorms and contracts and those in the 
mield in charge of effecting these con- 

tracts. Specifically, the companies are 
Burged to rewrite their application blanks 


to include definite questions to be signed 


i 


by both applicant and examining indi- 
% vidual, as well as agent, which will bind 
mthem t statement of policy changes 
being effected at the time of the trans- 
syaction. As misstatement in the appli- 
# cation would void the policy, this would 
be of vital importance and, it is the be- 
lief of this committee, would practically 
. th twisting evil. 
4 Three Specific Changes 
There are three specific recommenda- 
i ons will go to all home offices. 
® The firs pplies to the part of the blank 


me Which gned by the applicant and it 


B'S sugeested that the following be in- 

serted ill companies: “Will any in- 
: on “surrendered, lapsed or will a 
oy 08n be applied for with the ultimate in- 
Be ention surrendering any life insur- 
t ance |} in this or any other com- 
me Pany, policy is issued on this appli- 
: a so, state hame of company 

and a nt.” 

\cent to Sign a Blank 
; In ul irt of the blank to be signed 
“Want agent, the following is proposed: 


nsurance replace at any time 
next 12 months insurance in 





Within + 
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Old Age Pensions Seen 
Pending National Issue 





Warning of impending nation-wide consideration of the old age 
pension problems was contained in an address given last week in 
Hartford by Noel Sargent, manager of the industrial relations depart- 


ment of the National Association of Manufacturers. 


Mr. Sargent 


showed the extent to which this matter had already entrenched itself 
as a major public issue and pointed to the eminent position it is cer- 


tain to hold during the coming months. 


He also gave many figures to 


show the financial hazards in complete consideration of the matter. 
It was pointed out by Mr. Sargent that 10 states have already adopted 
old age pension laws. Two more have old age relief measures, adopted 


within the past half year. 
Many Legislatures to Meet 


meet this 
these al- 


Some 40 legislatures will 
coming season and many of 
ready have pension bills on schedule, 
while well over half, if not all, will con- 
sider some phase of the subject in the 
coming session. Federal aid also 
sought by some and Congress will give 
consideration to a subsidy measure for 
state aid next winter. All of this points 
to old age pensions becoming the most 
general public issue of the coming year, 
as was anticipated by some life insur- 
ance officials last year. 


Federal Aid Sought 


is 


In commenting on the probable ten- 
dency of legislation, Mr. Sargent said 
that federal aid, which strenuously 
sought, would probably take the line of 
a subsidy for state relief, as direct fed- 
eral taxation for pensions is not pos- 
sible. It is believed, however, that a 
measure somewhat like the maternity 
relief bill and the good roads aid bill 
may be proposed, to aid states providing 
basically for old age security. This, in 
turn, would increase state action. Mr. 
Sargent states that many lawyers have 
claimed these federal measures to be un- 
constitutional, but there is no means by 
which it can be brought before the su- 


is 


preme court for decision one way or 
another. 
this or any other company? If so, give 


full particulars.” 

Finally, in the part to be signed by 
the applicant under the direction of the 
examiner, the following suggested: 
“Will insurance in this or any other 
company be discontinued if insurance 
now applied for is issued? If so, give 
name of company and amount.” 


1s 


Companies’ Aid Asked 


Every company in the country will 
have this presented to both its president 
and agency officer and the New York 
association’s committee will also offer 
to meet with a joint committee of 
agency officers to try to devise and per- 
fect methods to reduce lapsation and 
changes brought about by unscrupulous 
misrepresentation of agents who twist 








business from one company to another. | 


The New York agents are aroused to 
action and promise that now they will 
not cease in their efforts until they have 
perfected some working scheme which 
will mean more than words and verbal 
promises. 

Further, the association is asking 


| Prudential 








The gigantic cost of a nation- wide 
system of old age relief is also empha- 
sized by Mr. Sargent in his general sur- 
vey and warning. He says that basic- 
ally it would cost $589,000,000 annually 
on the basis of $1 per day and that the 
tendency to increase public benefits 
would increase this bill to unknown pro- 
portions. Furthermore, he said _ this 
would be but the entering wedge for a 
nation-wide system of public insurance 
plans, patterned after those in operation 
in Europe, and such a comprehensive 
plan in this country would cost at least 
$3,000,000,000 annually. As to the future, 
he pointed to the ease with which legis- 
lative bodies increase benefits, once they 
are possible, pointing especially to the 
act of the present congress in passing 
over the president’s veto a huge increase 
in veterans’ benefits, greatly liberalized 
for application. 

Basis of Estimate Given 


Basis for Mr. Sargent’s cost estimates 
was taken from the application of a 
possible pension plan in Connecticut and 
extension to nation-wide figures. He 
said that the 1930 census will show about 
6,462,063 persons 65 years or older, of 
whom about 97,510 are in Connecticut. 
With an estimate of 25 percent being 
dependent, wholly or partly, a pension 
of but $1 per day would be $8,874,000 
for Connecticut and $589,683,000 for the 
entire United States. 


and general agent to co- 
operate and, at any time a case is en- 
countered where this is violated or 
where there is evidence or knowledge of 
twisting, to present complete evidence 
to the business conduct committee, 
which will take action at once. A case 
is now in court, having been held over 
for trial upon preliminary hearing, upon 
complaint of the insurance department. 
Further action will be taken as com- 
plaints arise and, in the meantime, the 
agents are now in earnest in seeking a 
preventive cure through home office ac- 
tion, believing that the greatest cure is 
to be found in that direction. 


every manager 


LEAVES MISSOURI STATE 
TO GO WITH PRUDENTIAL 





chief underwriter Mis- 
souri State Life, is returning to the 
Aug. 1. Mr. Everett served 
the Prudential for 17 years before join- 
ing the Missouri State Life, with which 
company he has been associated for 
four years. 


Frank Everett, 
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Big Policy Sales 
Continue Apace 


Mid-Summer Show 
Many Despite Depressed 


Reports 


Conditions 


EVIDENCE OF TREND SEEN 


Some Believe They Affect Losses of 
Small Sized Contracts in Times 
Like Present 


NEW YORK, 
are still being written and in large num- 
the 

conditions apparently 
effect on the of 
ness which was thought to be the 


July 31.—Large risks 


bers, depressed financial and eco- 


nomic having no 
busi- 
first 


Even though 


sale this class of 


hit by financial stringency. 


total sales are decreased and many big 


cases which were pending have been 


abandoned, there are almost as many 


large being written today and 


cases 
some in the field express the belief that 
the decreases reported come more from 


the large field of average risks, where 
unemployment rather than curtailed 
finances has had some effect. 


Evidence Widely Shown 


Current evidence that the big policies 
are still a sellable commodity was given 
in New York last week when a $1,000,- 
000 policy was concluded on the life of 
a chief executive of a merged corpora- 
tion—a business policy, the direct result 
of the huge merger. But that not 
the only large case of the week, month 
or season. In fact, home office reports 
show a similar situation. One company, 
in spite of a combination of general de- 
pression and seasonal let-down, showed 
one of its largest weekly totals of big 
cases last week, some 40 contracts for 
amounts in excess of $50,000, of which 
14 were from $100,000 to $250,000. An- 
other company gave out a monthly re- 
port showing 35 cases for over $50,000, 
of which six were in the larger classi- 


18 


fication. Other companies have had 
similar experiences. 
Reflects New Trends 


This is the beginning of the reaction 
towards business insurance which is yet 
only in its infancy. Most of these big 
cases are business deals, covering cases 
similar to the million dollar merger deal. 
And they are growing in number, as 
the business insurance idea is just start- 
ing its expansion. One manager this 
week had several inquiries from an in- 
terrogative letter he had sent cold to a 
few big executives, evidencing interest 
in large lines of insurance. 

During the coming months, 
be one of the factors that will enable 
life insurance to hold its own in the 
face of generally reduced business. With 
an almost untouched field, the needs of 
business men insurancewise are unlim- 
ited. This class of business may prove 


this may 





a stop-gap for losses in personal sales. 
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New England Governors to 
Be at Commissioners’ Meet 





WILL BE BANQUET SPEAKERS 





Connecticut Insurance Day Conference 
Also to Be Feature of Week 
in Hartford 





HARTFORD,, July 31.—The gover- 
nors of the New,England states have 
been invited to attend the banquet to 
be held in Hartford Sept. 8 in connec- 
tion with the meeting of the National 
Convention of Insurance Commission- 
The governors are John H, Trum- 


ers. 

bull, Connecticut; William T. Gardiner, 
Maine; Frank G. Allen, Massachusetts; 
Charles W. Tobey, New Hampshire; 
Norman S. Case, Rhode Island, and 
John E, Weeks, Vermont. Each of the 


governors attending will speak and ac- 
cording to present arrangements the 
talks will be broadcast by the Travelers 
station, WTIC. Commissioner Howard 
P. Dunham of Connecticut will act as 
toastmaster, 

Others who have been invited to the 
banquet, in addition to the delegates to 
the convention, include G. Howard 
Ferguson, prime minister of Ontario; 
NV. H. Price, attorney general of On- 
tario; Walter E. Batterson, mayor of 
Hartford, and Dr. R. W. Barstow, 
president of the Hartford Seminary 
Foundation. Mayor Batterson will ad- 
dress the opening business session of 
the convention Sept. 8. 

Several hundred invitations to the 
commissioners’ convention and the Con- 
necticut Insurance Day conference have 
been sent out. The opening session of 
the Insurance Day conference will con- 
vene in the Travelers auditorium Tues- 
day morning, Sept. 9. Luncheon will 
be served at 1 o'clock, to which the 
delegates and guests of the commission- 
ers convention are invited. The after- 
noon session will be divided into two 
sections, with a life insurance agents’ 
special program in charge of the Con- 
necticut Life Underwriters Association, 
held in the auditorium of the Phoenix 
Mutual Life, and a special program in 
the auditorium of the Travelers for fire, 
casualty and surety agents in charge of 
the Connecticut Association of Insur- 
ance Agents. 

One of the entertainment features for 
which plans have already been made is 
an exhibition of airplanes at Brainard 
Field in Hartford on Tuesday after- 
noon. This exhibition will be made for 
the guests and delegates to the con- 
vention under the auspices of General 
Ladd and Major Johnson of the 118th 
Aero Squadron of the Connecticut Na- 
tional Guard. An opportunity to make 
flights over the city will be provided for 
the guests and delegates. 





Summer Suggestions 
for the Life Agents 











By ROWLAND 8S. MARSHALL 


Field Superintendent Connecticut 
Mutual 


1, Get to the prospect early while he 
is feeling fresh and receptive. 

2. Develop methods for pinning 
down prospects who put off decisions 
in summer. 

3. Be careful not to overeat in sum- 
mer—makes a man slow and sluggish. 

4. Get a summer schedule. 

5. Change your wearing apparel as 
often as possible. 

6. Lay out list of calls so no energy 
is lost in getting to them. 

7. Make 20 percent extra calls to 
make up for the 20 percent who are out. 

8. Take advantage of the time when 
competitors are easing up. 

9. Do your heavy work early in the 
day. 

10. Revise your prospect file, for 
most of your prospects are created in 
the summer. 











“Millionaires” Talk at Toronto 








JOHN MORRELL 


Chicago will contribute at least two 
“millionaire” speakers at the Toronto 
convention of the American and Cana- 
dian life underwriters associations, John 
Morrell, one of the “up-fronters” and 
associate agency manager of the Equi- 
table Life of New York, and William F. 
Dineen, large producer of the Mutual 
Life of New York. Mr. Morrell led his 
company in 1928 with $2,625,000, paid 
for $2,500,000 last year, and is going at 
a great clip this year. Mr. Dineen paid 
for $2,965,000 last year, of which $2,250,- 
000 was a single case on three lives in 
a business. Both are leading exponents 
in this country of the newer method of 
selling life insurance through estate 
analysis, or for stock retirement and 
other purposes in business, and, inter- 





DINEEN 


WILLIAM F., 


estingly, have done some educational 
work. 

Mr. Morrell is on the staff of speak- 
ers of the Chicago Association of Com- 
merce and has made hundreds of ad- 
dresses before representative groups on 
the general principles of estate and busi- 
ness conservation, touching only lightly 
on life insurance. Mr. Dineen also has 
been in great demand in the Chicago 
region as a speaker before non-life-in- 
surance groups, and for several years 
has conducted classes as well in the 
Samuel Heifetz agency of the Mutual 
Life as educational adviser. Both men 
are powerful speakers, have had fine 
technical training and their contribu- 
tions at the Toronto meeting should be 
well worth hearing. 








Prudential Puts Reward on 
Head of Killer of Agent 





The Prudential has posted a reward 
of $10,000 for information leading to 
the arrest of the killer of Hector Aval- 
lone, Prudential agent who was shot 
while making collections in New York. 

“We propose doing all we can to 
discourage attacks upon our men,’ 
President Duffield of the Prudential de- 
clares. “This reward will serve notice 
on the criminally minded that the com- 
pany will cooperate with the authorities 
to the extent of its power in a relent- 
less hunt to bring the guilty to justice.’ 


Survey of Investments 


In the case of the 33 life companies 
investments studied by J. G. White & 
Co. of New York the ratio of bonds to 
total investments stood at 45.6 percent 
at the close of 1929, as compared with 
46.9 percent in 1928 and 51.6 percent in 
1924. Stock holdings of this same group 
rose from 1.9 percent to 2.6 percent of 
total investments in the past year, but 
comprised largely preferred and guar- 
anteed issues, Life companies showed 
a current return of 4.70 percent and de- 
preciation of 1.21 percent during 1929. 


Makes Experiment 


Walter Cluff, educational director of 
the Kansas City Life, chose nine men, 
who had never seen a rate book before 
going with the Kansas City Life, for 
an interesting experiment. After a two 
days’ school Mr. Cluff tabulated their 
detailed daily reports for several weeks. 

In 548 hours of actual work they 
made 449 calls and turned in 48 appli- 
cations out of 320 interviews, producing 
$69,000 worth of business on ‘which pre- 
miums were $1,361.48. That made their 
time worth $1.74 an hour. 





Mortgage Loans, Bonds 
Show Some Decreases 





HARTFORD, July 31—The Con- 
necticut life report for last year shows 
the percentage of mortgage loans to 
total investments again exceeded thai of 
bonds, although both of these percent- 
ages showed decreases as compared 
with 1928. The percentage which mort- 
gage loans and bonds respectively bore 
to total assets were 41.08 and 36.00 as 
of Dec. 31, 1929, and 41.59 and 37.58 
as of Dec. 31, 1928. At the same time 
the percentage of stocks to total assets 
increased from 2.25 to 3.13 percent. 

Analysis of the investments of Con- 
necticut companies shows slight de- 
creases in the percentages of bonds, 
stocks and mortgages to total assets, 
On Dec. 31, 1929, the respective per- 
centages of bonds and mortgages to 
total assets were 41.26 and 28.32, The 
percentage of stocks to total assets de- 
creased slightly from 7.28 percent as of 
Dec. 31, 1928, to 7.22 percent as of 
Dec. 31, 1929. The percentage of real 
estate owned to total assets increased 
slightly from 1.84 percent to 1.90 per- 
cent. 

The ratio of actual to expected mor- 
tality for all life companies reporting 
to the Connecticut department was 61.8 
percent for 1929 as compared with 59 
percent for 1928, 


Williams at Middletown Celebration 


President W. J. Williams of the 
Western & Southern Life and a party 
of company officials attended a celebra- 
tion at Middletown, O., in honor of that 
district's leadership. The president 
awarded prizes to each individual leader. 
Superintendent of Agencies S. H. Smith 
was toastmaster at the banquet, which 
was attended by superintendents from 
adjacent cities. 


Great Northern Casualty 
Affiliates With Unita 





HOGAN, JOHNSON IN CHARG 
Chicago Companies Now Have Ind, 
cated Accident-Health Income 
of Two Million 





The Great Northern Casualty of Ch. 
cago has become affiliated with th 


United of Chicago with O. T. Hoga 
president of the United, named pres. 
dent Great Northern, and A. D. Joh; 


son, secretary of the United, designate 
secretary Great Northern. The Gres 
Northern, whose offices have been at 

South Wells street, Chicago, will 1 
be quartered in the United’s home oi 


fice building at 2721 South Michigy 
avenue. 

The Great Northern's premium 
come in 1929 was $133,000, while th 


United produced $1,310,000 in accider 
and health premiums that year. Accori. 
ing to Mr. Johnson, the indicated pre 
mium income of the two companies jg 
1930 is $2,000,000. 

The former officers of the Great 
Northern are being retained. E. H/ 
Manning, who was the main factor id 
the Great Northern, and who has cos/ 
structed a splendid organization, be 
comes assistant secretary, while A. Hy 
Reed is placed in charge of the hon 
office special policy, W. T. Parker i 
in charge of office work. 





Operates in Four States 


The Great Northern operates in th 
same states as the United—lIndiam 
Illinois, Ohio and Michigan. Associz- 
tion with the Great Northern swells th 
United’s monthly pay business. 4 
though the United has had a month 
business, its weekly department |! 
been larger. The Great Northern o 
erated exclusively on the monthly bass 

The United has a complete life se 
vice under H. G. Rockwood, who super 
intends the weekly, intermediate and o 


dinary life departments. In the acc 
dent and health field there is a cor 
mercial department, also under \t 
Rockwood, as well as weekly a 
monthly, 


The United has made splendid pr 
gress under the leadership of Mr. Hog 
and Mr. Johnson. Writing full person 
protection for all classes of people th 
company is able to appeal to agents an 
policyholders alike. The United's cap 
ital is $300,000, assets $500,000, and su 
plus $150,000. 











Cooperation of Readers Is 
Asked on Publicity Clipping 





With this issue of THe NATIONAL 
UNDERWRITER is sent the annual 
Life Payments Localized Num- 
ber. This number was also sent 
to newspapers all over the country 
and as a result much publicity 1s ) 
being given life insurance claims | 
paid in 1929. THE NATIONAL 
UNDERWRITER is interested in know- | 
ing exactly how widely the news- | 9 
papers are using the interesting 
information carried in this num- 
ber. Clipping bureaus send in hun- 
dreds of stories which are printed | 
but there are many stories about 
the Life Payments Number which 
they overlooked. 

Tue NationaL UNpERwriter will 
appreciate receiving from its 
readers clippings from their _ 
newspapers regarding the life i 
surance payments, which pro! bably 
appeared on Aug. 1. Please mark 
on the clipping, what newspapet 
it is from and send it to the L. P 
L. Editor, A1946 Insurance Ex- 
change, Chicago. 
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Connecticut General Sets 


All-Time Record in June 





DOUBLES MAY PRODUCTION 


With $6,000,000 on June 30, Largest 
Single Day’s Business Was 
Obtained 


The Connecticut General organization 
is holding a jubilant post mortem over 
its June performance, having scored a 
grand slam in production with a hun- 
dred honors and having played a bril- 
liant game. p 

June was a record month for all time 
for the company in agency life busi- 
ness. In this department the total for 
the month was well over twice that of 
May and nearly two and a half times 
that of June, 1929. The last day of 
the month brought in the largest single 
day’s business, over $6,000,000, ever re- 
ceived from the agents. 


Agencies in Million Class 
A number of agencies wrote over 
$1,000,000 of insurance during the 


month. The New York agency wrote 
more than $3,300,000, the Pierce agency 
of Philadelphia over $2,000,000 and the 
Allen, Russell & Allen agency of Hart- 
ford over $1,000,000. Agencies writing 
between $500,000 and $1,000,000 were 
Springfield, Mass., Gorton & Co. of 
Hartford, New Haven, Cleveland, Roch- 
ester, Wilkes-Barre, Boston, Baltimore 
and Chicago, 

Total life business of the company, 
including group, of which there was a 
good volume during the month, ex- 
ceeded $34,500,000. The company’s life 
business for the first six months was 
well ahead of the corresponding period 
last year, Total insurance in force now 
exceeds $1,205,000,000. 

June was also an exceptionally good 
month for the company’s accident de- 


partment. New written premiums ex- 
ceeded those of any month since Febru- 
ary, 1929, 


Some Companies Exacting 
in Their Underwriting 


_ Some life companies are more exact- 
ing in their underwriting these days, 
looking carefully into applications for 
considerable amounts of insurance. Evi- 
dently moral hazard is being carefully 
watched. Furthermore, the financial 
ability of the applicant to continue his 
msurance is being investigated. Some 
companies find that people are taking 
on insurance and they are in no posi- 
tion to continue it. It merely means a 
lapse. Where volume is not the sole 
object the underwriters are looking at 
applications from the permanency stand- 
point. Where the indications are a pol- 
icy will be dropped when the second 
premium comes around, the business is 
turned down. 


Alumni Association Takes 
Out Group Cover for Fund 


_. MONTGOMERY, ALA., July 31.— 
The alumni association of the Alabama 
Polytechnic Institute at Auburn has 
awarded the All-States Life of Mont- 
gomery a franchise to write $1,000 or 
more ot 20 payment life insurance on all 
alumni and friends of the institution, the 
dividends to go to the scholarship com- 
mittee of the association. A special pol- 
icy will be offered lithographed in blue 
woh orange, the college colors. The 
2order is to be in blue with a large 
9 in orange covering the face of the 
JONICY 

It is estimated that there are 6,000 
Auburn alumni in the state and it is 
oeonant that during the first year $15,- 
0) should be realized for the scholar- 
‘MID Committee; $35,000 the second year, 
and $55,000 the third year. : 








Opens New State 

















W. ROGERS PRIMM 


Coincidental with changing its name 
from the First Texas Prudential of Gal- 
veston to the Texas Prudential, the com- 
pany has arranged to enter Missouri, its 
first scene of operation outside of Texas. 

W. Rogers Primm Agencies, Inc., has 
been acquired as state managers for 
Missouri. This agency, the company 
states, is one of the “best organized, 
progressive and productive agencies in 
the west.” Its offices occupy the entire 
second floor of the Sansome building in 
Springfield, Mo. 

Since 1916 the company’s title has 
been First Texas-Prudential, denoting 
the merging of two companies. Grad- 


ually the hyphen was dropped and pol- | 


icyholders referred to it as the Texas 
Prudential, hence the company an- 
nounces, the change to “Texas Pruden- 
tial” was decided upon. 

The Texas Prudential recently entered 
into a group contract with the Blue 
Goose, an organization of fire insurance 
special agents. Members of the Blue 
Goose formerly were insured through a 
group contract in the American National 
of Galveston. 








Depression Mainly Mental, 
Hillsman Taylor Asserts 


ST. LOUIS, July 31.—Back from 
conventions of the $100,000 and Quarter 
Million Clubs of his company, Hillsman 
Taylor, president of the Missouri State 
Life, is firmly convinced that the coun- 
try generally is in much better shape 
physically and financially than it has 
been for some time and that the so- 
called business depression is largely a 
state of mind. 

Conferring with individual agents 
from various parts of the country, Mr. 
Taylor found most of them were con- 
vinced that business was not so bad in 
their own particular section or state, but 
that it seemed to be bad in other states. 

“This indicates to me that the gener- 
ally reported bad business situation over 
the country is largely a state of mind— 
a mental condition,” he said. 

“Take our own company. For the 
first six months of this year the Mis- 
souri State Life shows an increase in 
total paid-for business of 3 per cent over 
the same period of 1929. Our salary 
savings department is 39 percent ahead 
of last year and our group life depart- 
ment shows a gain of 17 percent. Our 
mortality experience is about 4 percent 
under the figures for the same period 
last year. 

“That’s the basis for my opinion that 
people are in a more healthy condition 
physically and financially right now than 
they have been for some time.” 





H. S. Black Had 
Large Business 
Insurance Line 











NEW YORK, July 31.—Although 
there appear to be an unusual percent- 
age of suicides, sudden deaths and other 
catastrophes involved in the list of the 
largest life insurance claim payments 
published each year, not to mention the 
fact that many of these large policies 
prove to have been taken out quite re- 
cently, it would be hard to find any 
kind of an insurance motive in the sui- 
cide of Harry S. Black, of New York, 
president of the U. S. Realty & Im- 
provement Corporation, who is under- 
stood to have carried $1,000,000 in busi- 
ness insurance alone, taken out in 1927. 

Mr. Black was a very wealthy man 
and his different corporations are in ex- 
cellent condition. Yet here is a case, 
not so dissimilar from not a few others, 
where a wealthy and highly successful 
man takes a large amount of life insur- 
ance and commits suicide or passes sud- 
denly and unexpectedly within a few 
years. 

If there is anything more than a co- 
incidence in these large cases it must 
be in the fact that men of large achieve- 
ment and affairs “crash” under the 
strain of big business and go in one 
way or another. 

Mr. Black was of the type which starts 
with comparatively little and by sheer 
ability and aggressiveness attains to 
wealth, prominence and position. He 
was once a partner in Black & Bell, 
merchants, of Menominee, Mich., and 
for 10 years was a commercial traveler 
on the Pacific coast. 


Indianapolis Life Plans 
Silver Anniversary Jubilee 


The 25th silver anniversary jubilee 
celebration of the Counselors Club of 
the Indianapolis Life will be held at the 
home office the week of Oct. 6. The 
anniversary banquet will be held the 
evening of that day. Business sessions 
will be held five days of that week. 
There will be all sorts of entertainment 
provided. One will be a lawn luncheon 
on the spacious and wooded grounds of 
the Indianapolis Life. There will be a 
picnic one day at President Frank P. 
Manly’s country place. It will end with 
a beefsteak dinner there. 


Meet in Yellowstone Park 


Thirty-five leading producers of the 
Inter-Southern Life left Louisville Fri- 
day night on special coaches, to be aug- 
mented by 25 other delegates at St. 
Louis and ten more at Kansas City, en 
route to the Yellowstone National Park 
to attend a convention celebrating $42,- 
000,000 in new paid business the past 
year. About 24 states will be repre- 
sented. 

Cary G. Arnett, president, was unable 
to make the trip due to press of busi- 
ness. Miles W. Heitzeberg, vice-presi- 
dent; Burton Van Dyke, actuary, and 
Dr. W. T. McKinney, medical director, 
were members of the party. 

Many First Year Claims 

The Equitable Life of New York re- 

ports 268 first year death claims paid 


in the first six months this year, 
amounting to $983,579. There were 
eight claims on policies less than a 
month old, 16 on policies one to two 
months, 23 on policies two to three 
months, 24 on policies under four 


months, 29 under five months, 22 under 
six months, 18 under seven months, 22 
under eight months, 22 under nine 
months, 21 under ten months, 23 under 
11 months and 40 between 11 and 12 
months. In addition there were 60 ac- 
cidental death claims, totalling $216,479, 
of which 33 included double indemnity 
for $126,292. 


we 





Form Temperance Life of 


America to Write Dry Risks 


INDIANAPOLIS CORPORATION 


President Lenz Predicts Company Will 
Offer Lower Rates Than Those 
Which Write Scofflaws 


The Temperance Life of America 
has been incorporated in Indianapolis by 
Karl P. Lenz and associates to write 
life insurance upon total abstainers. 
The company has an authorized capi- 
tal of $100,000 to be sold to produce a 
like amount of surplus. 

Statistics from the United Kingdom 
Provident Institution of London, show 
that non-drinkers have a better mortal- 
ity experience than drinkers, Mr. Lenz 
says. He has been studying the meth- 
ods of companies which make a distinc- 
tion in favor of non-drinkers. There is 
now so much partisanship on the drink 
question in this country that Mr. Lenz 
believes it is an opportune time to make 
an insurance appeal to total abstainers. 
Mr. Lenz says his company will be able 


to write at lower rates than non-dis- 
criminating companies. 
Career of Mr. Lenz 


Mr. Lenz, who will be president of 
the company, well known in insur 
ance circles. He has had 15 years of 
general and field experience in various 
branches of life and casualty insurance. 
For six years he was in the United 
States executive office of the Frankfort 
General in New York and then went 
to Indianapolis with the Prudential 
Casualty in its home office. For a time 
he engaged in corporation law prac- 
tice and assisted in the reorganization 
of the Crescent Life of Indianapolis, be- 
coming field executive of that company 
and so continuing for seven years with 
the title field vice-president. 

Associated with Mr. Lenz are Ethan 
A. Miles, attorney Indiana Anti-Saloon 
League, first vice-president; William 
H. Kershner, former adjutant general 
of Indiana, secretary, and Chester L. 
Robinson, president Marion County 
State Bank, treasurer. Among the di- 
rectors are Marshall D. Lupton, vice- 


1s 


president Beveridge Paper Company; 
Dr. J. W. Sluss, who will be medical 
director; Dr. Lyman H. Pearson, asso- 
ciate medical director; Ross E. Coffin, 
manager insurance department City 
Trust Company, and H. H. Harmon, 
secretary board of education, Disciples 


Christ. 


of 


Terms of Committeemen 
Expire at Annual Meeting 


There will be three men whose terms 
expire as members of the executive 
committee of the American Life Con- 
vention, they being John M. Laird, 
vice-president Connecticut General Life; 
QO. J. Arnold, president Northwestern 
National Life, and Vice-president F, V. 
Keesling of the West Coast Life. Mr. 
Keesling was elected a year ago to fill 
the vacancy created when Charles W. 
Gold was elected president. Mr. Laird 
and Mr. Keesling will undoubtedly be 
reelected. Mr. Arnold was elected on 
the committee as is the custom when he 
retired as president two years ago, 





Pushing Old Disability 

At least one home office (not the 
Mutual Benefit) secured special permis- 
sion to continue its old disability forms 
and rates for another month and is mak- 
ing a drive for business on this score in 
July. Most home offices, however, wel- 
comed the opportunity for concerted 
action in improving the basis of disa- 
bility underwriting. Greatly dissatisfied 
with the old rates and basis of under- 
writing, they were not averse to the 
tightening up of rules and costs. 
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$400,000, of which $200,000 is paid in. 
It is headed by George M. Lamberson, 
president; Lewis Hinkle, secretary, and 
the following directors in addition to the 
ofacers: Beloit Taylor, L. J. Casey and 
Cc. H. McDonald. Mr. Taylor is gen- 
eral counsel and Dr. R. Q. Patterson is 
medical director. General offices are in 
the Donaghey building. 


Acacia Mutual Stages Drive 


st has been designated “Income 


Aug 
Mont with the Acacia Mutual Life 
and home office is supplying its 
producers with visual sales presenta- 
tion oks, income sales talks, income 
selling hints, and has circularized pros- 
pects in order to roll up a record pro- 
duction for the month, 

Central States Life 
The Central States Life of St. Louis 


set a new daily record July 21, when 
applications for $446,500 were received 
the agency organization’s birthday 


as 

remembrance for President James A. 
McV« Some of the business intended 
for July 21 was delayed in the mails 


and did not reach the home office until 
July 22. Otherwise the $500,000 mark 
would have been passed. 


Canada Life, Toronto 


TORONTO, CAN., July 31.—lInsurance 
in force in the Canada Life passed the 
billion dollar mark in June. The com- 


pany reached its first million in 1851, 
the $100,000,000 mark in 1904, and $500,- 











000,000 in 1925. Its assets and premium 
income were $81,045 and $35,660, re- 
spectively in 1851, $29,074,599 and $3,043,- 
178 in 1904, and $114,460,672 and $22,968, 
803 in 1925. W. N. Tilley, K. C., promi- 
nent Toronto barrister, has been elected 
i director. 

Company. Notes | 

The Midland National Life of Water- 
town, S. D., has been licensed in Iowa 
with W. P. Daley as state manager. 

The Mountain States Life of Holly- 
wood, Cal., has been licensed in Illinois 
to write accident and health insurance. 
Its capital is $250,000. 

The Mid-Continent Life through its 
hot weather campaign increased its 
business during the first half of July 


20 percent. 
Seventy-five members of the Abraham 


Lincoln Life office staff held an outing 
at Quiver Beach, near Springfield, IIl., 
last week. 

More than a million dollars worth of 


busine ss was written by the Beacon Life 
of Tulsa, Okla., during its first month of 
Dezell 


operation, according to Dr. S&S. 
Hawley 

The Union Cooperative of Washing- 
ton, D. C., has been licensed in Pennsyl- 
Vania. It recently took over the busi- 
ness 


of the John Mitchell Mutual Life, 
Hazleton, Pa. 





Agents to Be Rewarded 
for Conservation Work 











_>ixteen members of the Northwestern 
National Life’s agency organization will 
be awarded prizes at the company’s 
annual regional conventions in August, 
lor their work in conservation of busi- 
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Detroit Banks 
Give Advice on 
Life Insurance 





The Union Guardian Trust Company 
and the Highland Park Trust Company, 
units of the Guardian Union of Detroit 
group, are running page advertisements 
in the Detroit daily papers advising peo- 
ple to do some thinking before they al- 
low their insurance to lapse. Another 
thing advised against is exchanging old 
policies for new unless a very well 
qualified agent is giving the advice. The 
text of the advertisement is certainly 
constructive. The advertisement says: 
“In the present period of unrest your 
life insurance becomes more than ever a 
necessity. As a method for building up 
a secure, non-fluctuating estate—as a 
bulwark of defence against the unknown 
and unknowable future, its importance 
can hardly be overestimated. And its 
ultimate aim—adequate financial secur- 
ity for your family—is so vital that it 
must surely be considered among your 
major responsibilities. 

“Hence, if present needs seem to ne- 
cessitate any modification of your in- 








surance program—think of the future 
before you act. Prudence and foresight 
will usually warn you against a move 
that may do incalculable harm to your 
beneficiaries. 
Lapsing Is Dangerous 

“Permitting policies to lapse, for ex- 
ample, is both dangerous and expensive. 
The reserve fund represented by the 
cash value of your policy is soon dis- 





sipated. The new policy you may in- 
tend to take out later—provided you 
can obtain it—will cost you more. And 


your family will be without sufficient 
protection during the intervening period. 

“Policy loans, too, should be avoided. 
Records show that 80 percent of them 
are never paid back, with consequent 
hardship to beneficiaries. It is best to 
resort to this form of borrowing only 
in genuine emergency situations, and 
then to arrange for prompt payment of 
the obligation. Your insurance com- 
pany will permit you to pay back policy 
loans a little at a time. You can thus 
constantly maintain the borrowing ca- 
pacity of your insurance as a reserve 
against future periods of financial pres- 
sure, 

Exchange of Old Policies 

“Exchanging old policies for new is 
another source of possible loss to both 
beneficiaries and policyholders, This 





7 
practice almost never proves advantage- 
ous and should not be done without first 
consulting a qualified life underwriter. 

“These are the principal ‘don'ts’ to 
remember in regard to your life insur- 
ance. Observance of them will assure 
that your family reaps full benefit from 
your forethought and_ unselfishness. 
Neglect may mean actual distress to 
those you sought to protect.” 


Revises Rate Book 

The Equitable Life of New York has 
issued a new rate book for its organiza- 
tion, called the “Blue Book.” It is a 
new arrangement of the policy informa- 
tion, practically the only new rates 
contained in it being those on disability, 
which were announced this month. The 
book is compact and has the features 
arranged in an effective manner, with 
a thumb guide for each department. 
The basic premiums, used for the run 
of cases, are printed on the inside bind- 
that no turning of pages .is 
for them. 


ings, 
necessary 
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Mammel Wins Civic Honor 
Clayton Mammel, general agent of 
the Farmers & Bankers Life at Wichita, 
has been reelected secretary of the 
Wichita Civitan Club. 
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Field Men and 


arrest in @ 
strange city, thousands 


of mules from home, 


SEATTLE policyholder, 
motoring across country, 
injured a pedestrian at Evanston, Ill. 
and held in bonds of $1,000, she faced the pros- 
pect of spending the night in a cell—until Con- 
tinental service came to her rescue. 
Telephoning the Home Offices in Chicago, she 
It was then after 5 
P. M., well past our closing hour. 
official of our Surety Department, journeyed im- - 
where 
bonds necessary to procure her release. 

This incident is not unusual, but is selected from 
similar examples as typical of the intelligent and 
cooperative service rendered by Continental in 
the course of each day’s business. 
sured suffered a similar mishap in any part of 
the United States she could have secured the 
same service from the nearest Continental repre- 
sentative, through her Policyholders’ Identifica- 
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Continental Casualty Company 
Continental Assurance Company 
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The card that puts nation 
wide service at the disposal of 
Continental policyholders. 


Continental 


Care for the interests of assureds and fieldmen is 
a primary principle in the operation of the Conti- 
nental Companies. 
is in constant readiness to give unselfishly and 
unlimitedly of time and effort in promoting the 


Continental 
















Every official and employee 


welfare of policyholders and 
field representatives. Full, un- 
stinting cooperation is the rule 
rather than the exception in 
transacting business the Conti- 


nental way. 











ness. Loremost is Leo Rosenfeld, El 
Paso, Tex., who maintained the last 
year a perfect zero ratio. Others who 
finished with exceptionally low ratios 
are, order of rank: Howard W. 
Yerxa, W. O. Westafer, Minneapolis; 

« J. Dougherty, Sioux City, Ia.; H. B. 
Nelson, Freeport, Ill., and C. L. Isaac- 
son, Los Angeles, 

Other agents who will be awarded 
Prizes tor their conservation efforts are 
B. E. Williams, Omaha; E. E. Moore 
and C. O. Arvold, Minneapolis; M. S. 
Baker Cincinnati; S. J. Nadel, Dallas; 
Y B. labots, Jamestown, N. D.; H. P. 
mi Harrisburg, Pa.; F. J. Seibel, 
a _ Rapids, and I. K. Schwartz, 
. ‘wark. The awards range from $200 
a SIX agents receiving over $100 
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John A. Reynolds Takes up New |} 
Duties as Detroit Life Head i | 
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ABSTRACTS FROM FINANCIAL STATEMENT ||| | * 
FOR YEAR ENDING DECEMBER 31, 1929 | 


| bring 1 
MS i cccccscconsnceesd $ 13,225,617.98 | 


bP) only to 
insuran 
SE ee 98 
Congratulations and best wishes were in order when John A. Reynolds took over his new duties Total ilities . 2,145,923 























I executt 
gency, 

fund; tl 

as president of the Detroit Life Insurance Company, a division of the Insurance Securities Group. ° $400. _ suprem 

The above photograph was taken in the flower-bedecked office of President Reynolds. It shows Capital ( 000), Surplus and Con | and p 

from left to right, Mr. Jerome C. Saltzstein, Executive Vice-President; Mr. John A. Reynolds, tingency Funds eeeoeenss eeeoce 1,079,694.00 | 

President; Colonel S. George Coates, Manager at Cleveland, Ohio and Mr. Mike M. Moss, | 

Senior Vice-President of the Detroit Life Insurance Company and Insurance Securities ‘Company, i| 


govern 
Inc. As the photograph shows, Mr. Reynolds was the recipient of many floral tokens of congratu- INSURANCE IN FORCE $102,908 006.00 
“ee eevee eee ’ e 


tor, se 
lations and good will upon assuming his new duties as president of Detroit Life Insurance Co. 
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e Lif I C. D. Corey, vice-president of the ment { 
In ire insurance Pan-American Life in charge of the for- men’s 
| eign department, has just returned from — Policies all ages, 1 day to 70 years. associa 
{_ ee — . an extended business trip to the West ! ciatior 
.. N. L’Esperance is one of the Ca- | Indi d South ic 1A : = ° — ° | 
nadian selections for the program of the | a os an sont and Central America. — Both Participating and Non-Participating. Hy board 
National Life Underwriters Association | Y""¢ ™ South America he qualified the : i balmer 
meeting at Toronto in September, being | ; an-American ng -” a 7 — Non-Medical—Sub-standard. I ne 
manager at Montreal for the Imperial | OT¢!8" Companies have operated in the a . . oard 
ile of Soneaan, Tee & 0 Gate Oeiee | country for the past 18 years and Mr. — Disability, Dismemberment and Surgical Benefits. | Pe registr 
as he is one of the numerous interna- | COTey anticipates that his company wi . : 1 i Poti 
tional representatives, being a native | 40 a large volume of business there. — Special Monthly Premium Payment Plan. functi 
American and a resident of this country | a aaa asda . | ‘a 
a quarter of a century prior to engaging Life Notes Double Indemnity. | 
in the life insurance business in Canada.| ‘The Illinois Bankers Life has been li i 9 ici i ‘ uran | D 
C anlada. | » s € s 4 B as B bad — ‘ 
It was Canada, however, that attracted | censed in Nebraska. Children’s Policies with Beneficiary Ins sone | L 
Mr. L’Esperance to life insurance. It | George B. Morton, for many years an a : - = 
was there that he became eminent both , Sumeetes for —. oe Life of New Sales Planning and Circularizing Department. | 
as producer and educator, being widely | ;Qvount of failing health is reported ta Prod ’ 
- 4 : — » | ace $ g health, is reported to = rroducers Club. | 
known for his university training work | be in a serious condition at his home in 7 
at both McGill and Toronto universi- | Charlotte county, Va. His son, George | we 
ties. | B. Morton, Jr., is attached to the Rich- | try 
| mond office of the Associated Fire Com- b : } J | 
Had Newspaper Experience panies Adjustment Bureau. Available territory in seventeen | 2 
. . . . ’ 
Born in Saginaw, Mich., in 1893, Mr. _ states West of the Mississippi « I} his 
L’Esperance went west with his family , River and in Illinois and Florida. | = 
- —_ settling in Los Angeles. There Sell Life Insurance Along | “ 
1e took up newspaper advertising work | * x 
and there remained until 1917, when he | Pacific Coast by Boat | tal 
moved to Montreal, to enter the life ae WRITE DIRECT TO HOME OFFICE i} yo 
insurance business with the Imperial | = 
Life. He has been a prominent pro- | — —. July $1. ” 
ducer and organizer, opening a branch Ne ne Po fe ce of the eer ”» zy 
office in Montreal in 1927 for his com- | ort — Life of Toronto i] at 
pany, which is now third among the | has purcha 2 & boat named the cle 
company's agencies. North American,” which will be : | - 
Mr. L’Esperance has always been | — a selling life ._——— en ] a ta tes 7 e ad 
active in association work and for two | ones yh ee “y oon | po 
years was president of the Montreal | po Fy f little pra y the hich at 
Association of Life Underwriters. He | gt hy th yo NSUVANCEC | on 
has also been to the fore in life insur- Tw not oe wn ——— mM any I = 
oes educational work in Canada. When | | ed ". . oe ork © | 
AcGill University beg: its extensi ag ° . > ae ° I} Sa 
course in life Ag he Bhp oe Corlan, are now working up the James A. McVoy, President iit 1C 
. J . « . ae ae | “ 
to deliver some of the lectures in the | ag ewe — ag oa I rs 
course and subsequently was asked to { ° . HOME OFFI H IN UIS | ; 
repeat this work at Toronto University. | “— commaped. ao is — pw ty CE: SA TLO | or 
When the C. L. U. course was intro- | = &% ect wie, anc wi re | Dé 
duced in Canada he was among the first | py ¥" SS a ay s | - 
to take the examination and has main- | as a 16 horse power, heavy duty ! e 
tained an interest in the functioning of ERS Cae. ——— —— —S “ 
this educational work. ' 
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| Indiana Insurance Tax Is 


Enough to Run 39 Offices 


REPORT MADE TO COMMITTEE 





National Board Brief Incorporates 
Commissioner Wysong’s Striking 
Illustration of Cost 





The $2,179,676 collected by the In- 
diana department from insurance com- 
panies and agents in premium tax, fees, 
fire marshal tax and so forth, is suffi- 
cient to pay the appropriations of a 
large number of the state offices and 
departments, Commissioner Clarence C. 
Wysong of Indiana points out in a 
brief just submitted to the Indiana tax 
survey committee by E. M. Griggs, as- 
sistant general counsel, for the National 
Board of Fire Underwriters. Commis- 
sioner Wysong’s il‘ustration was thought 
of so highly by National Board repre- 
sentatives that it was incorporated in 
the brief. 

Draws Striking Mlustration 


He says insurance taxes and fees 
bring in a sum every year sufficient not 
only to carry on all operations of the 
insurance department, but also of the 
executive department, including emer- 
gency, civil and military contingent 
fund; the appellate court, supreme court, 
supreme court clerk and reporter, judges 








and prosecuting attorney. lieutenant 
governor, attorney general. state audi- 
tor, secretary of state, not including 
automobile liability and theft depart- 
ment; state treasurer, board of health, 
oil inspection, fire marshal, industrial 
board and employment commission, 
mines and mining, public service com- 
mission, board of state charities, adju- 
tant general, board of pardons, state 
probation department, board of ac- 
counts, banking department, department 
of public instruction, teachers’ retire- 
ment fund, governor’s year book, dairy 
men's association. livestock breeders 
association, Indiana corn growers asso- 
ciation, Indiana horticultural society, 
board of dental examiners, board of em- 
balmers, board of registration of engi- 
neers, board of registration of nurses, 
board of pharmacy and board of medical 





registration. 
Total appropriation for all of these 
functions in the fiscal year ended Sept. 





Denies Tales of Persons 
Living Beyond 100 Years 





NEW YORK, July 31.—The 

well publicised visit to the coun- 
try of an aged Turk claimed to be 
156 years old, and the intimate 
newspaper interviews relating to 
his search for a set of false teeth, 
serve to emphasize the statement 
of the New York Life that it never 
has found satisfactory proof of 
tales about persons living well be- 
yond 100 years. There have been 
many other claims of persons liv- 
ing up to 150 years. 
_ “Our actuarial department has 
investigated many persons who 
claim to have lived 110 years or 
more and in no case could find any 
adequate proof,” the company re- 
Ports, “In the majority of cases 
it has been found that they have 
not attained even the century 
mark, 

“A few of the company’s thou- 
Sands of policyholders do reach 
100, or nearly 100, but rarely will 
any live beyond this age, 102 years 
being the oldest. The oldest case 
on record in any insurance com- 
pany in the United States or Eu- 
Tope, so far as we are aware, is 
that of a policyholder who lived 
to be 106.” 











20, 1928, was $2,001,125, or about $34,000 
less than revenue of the insurance de- 
partment in the same period. 

The brief recommends that the Indi- 
ana department receive a larger appro- 
priation in order that it may properly 
administer insurance affairs, but that the 
fee charged carriers should be reduced 
so that total fees paid should approxi- 
mately produce only the actual amount 
expended by the department. 

In regard to premium tax it is recom- 
mended that reinsurance credit should 
be for reinsurance paid and not reinsur- 
ance received. The National Board 
recommends exemption of all carriers 
from income and intangib‘e taxation, 
and that instead premium tax and fire 
marshal tax be imposed in lieu of all 
other taxes other than that on real 
estate and chattel property. 


Plan Golf for Conventioneers 


The entertainment committee, com- 
posed of Chicago life insurance execu- 
tives, has arranged for a golf tourna- 
ment at Olympia Fields during the 
American Life Convention to be held 
in Chicago beginning Sept. 30. Olympia 
Fields was chosen because of its con- 
venience. Headquarters of the conven- 
tion will be at the Stevens hotel, which 
is accessible to the Illinois Central rail- 





road suburban service to Olympia 


Fields. 


No Bids, Award Delayed 


JACKSON, MISS., July 31.—Failure 
on the part of companies to submit bids 
on time has caused a postponement of 
awarding the contract for group insur- 
ance of state government employes as 
provided for by the legislature at the 
last session. The bids will be opened 
at a later date, probably in August, by 
3en S. Lowry, state commissioner of 
insurance. Mr, Lowry was placed in 
charge of examining the bids by the 
legislature. 


Presentation to Shepard 


Walter T. Shepard, vice-president of 
the Lincoln National Life, was _pre- 
sented with a magnificent platinum 


watch by leaders of his organization at 
the banquet of the Quebec coyvention 
of the company. The presentation was 
made by J. S. Touchstone, prominent 
as a Salary savings system leader and 


who was adjudged the most valuable 
agent of the Lincoln National Life last 
vear. The watch was inscribed “to 


” 


Shep from his Gang. 


Henderson Given Degree 


Robert Henderson, vice-president and 





Suggestions Are Made 
for August Prospects 


Under the heading of “Hit "Em 
Hard,” The Lincoln National Life 
lists the following organizations 
where business should be good 
during August: Ice concerns, de- 
partment stores, amusement parks, 
concessions, tobacco and cigar 
companies, tire dealers, paper 
products companies, hotels, print- 
ing and publishing, garages, small 
grain farmers, food shops, gas sta- 
tions, public institutions, fruit 
farmers, electrical shops, barber 
shops, summer resorts, golf clubs, 
restaurants and railway equipment 
companies. 

















actuary of the Equitable Life of New 
York, was one of the five graduates ol 
the University of Toronto to receive 
an honorary degree at the recent con- 
vocation. He was made Doctor of Sci- 
ence. He graduated from Toronto in 
1891 with distinction in mathematics. 
After a few years as fellow in mathe- 
matics at the university he went with 
the Dominion insurance department. 
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Our 


very 


Royal Union Life Building 
Cor. Seventh and Grand Ave. 
Des Moines, lowa 


Nineteen Thirty to date has 
been a good year for the 


Royal Union agency force. 


A gain of 20% has been regis- 
tered in new paid-for business 
for the first half of the year 
over the same period of Nine- 


teen Twenty-Nine. 


sales plans are proving 


effective. 


If you are not now under con- 
tract and are looking for a 
profitable and happy connec- 


tion let us hear from you. 


UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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eration. Services were held in Chicago 
Tuesday, attended by many managers 
and friends. Mr. Higbee assumed 
charge of the Federal’s first loop agency 
early in 1928. Prior to that for four 
years he was home office representative 


of the Connecticut General, and for- 
merly for two years was with the New 


England Mutual in Omaha. In his 
short time in Chicago he built his agency 
to one of outstanding rank in the Fed- 
eral Life organization. 


G. D. Finlayson, superintendent of in- 
surance of the Dominion of Canada, 
who will speak before the National Life 
Underwriters Association at the To- 
ronto convention, started with the de- 
partment in the actuarial branch in 1907. 
He was appointed superintendent of in- 
surance in 1914. 








Killing Off Extra Copy Racket 


NATIONAL Betrer Business Bu- 
REAU recently issued a statement which is 
of to insurance officials and 
agents because it deals with a system of 
graft that is insidious. This bureau finds 
that big business is paying millions for 
commendatory writeups and confection- 
ery articles. Ejther a flat fee is paid or 
extra copies are purchased. The write- 
up purely perfunctory. Some of 
these so-called press bureaus or syndi- 
cates offer to prepare favorable notices 
illustrated with cuts and claim that they 
will have them circulated throughout the 
country. These writeup artists have no 
scruples as to the kind of company or 
man they bedizen with exquisite clothes. 
They are just as willing to laud a weak- 
kneed concern or mediocre brand to the 
skies as they are the best. 

We have this same system running to 
an extent in insurance. A man is pro- 
moted or there is some publicity about 
him in a paper. Immediately he is 
sought out by a high powered salesman 
who presents a biography of a most 
laudatory character and he is asked if 
he has any corrections to make. The 
salesman has written the article for 
purely mercenary motives. If no copies 
are ordered or no fee paid, the matter 
is thrown in the waste basket. 


THE 


interest 


is 


Letting a Prospect Get Cold 


One of the sales organizations in 
speaking to its own men says that its 
sales manager in analyzing the men in 
the field selling goods found that many 
applications were not secured because 
the men were “too nice.” The sales 
manager said: “Instead of going in and 
selling a man your proposition, you let 
him sell you his.” 

When a thorough canvass has been 
made and one’s interest has been 
secured at least to a certain extent, the 
prospect is in a mood to do something 
if he ever is. If it is necessary to re- 
turn his ardor has cooled and the can- 
vass will have to be renewed. The story 
then becomes somewhat old. The 
sales manager says further: 

“Make up your mind when you call 
upon a man to get him to do the thing 
which you wish him to do. If it is a 
preliminary call, get him to admit cer- 


In the old days a number of insur- 
ance papers either “wrote up” or “wrote 
down” comnanies in order to sell copies. 
The write up proposition was one of the 
most reprehensible practices of insurance 
papers in times gone by. Unfortunately 
we have a few of this grafting brand 
left. 

An appeal is made to the vanity of an 
official. He and his institution are plas- 
tered over with panegyrics. In.most eu- 
logistic fashion tributes are poured out 
in a remarkable array. Copies are sent 
out to interested people The official 
seemingly discounts the intelligence of a 
reader. Today people are not very much 
given to swallowing sugar coated pills. 
They are not taking everything they see 
in print on faith. They can distinguish 
between what is sincere and what is 
purely clap-trap in publications of this 
character. 

If a trade paper has anything to say of 
a praiseworthy nature about a man or 
company it should say it without any 
hope of reward. If he deserves it, he 
should be commended. The practice of 
writing up institutions or people purely 
for the sale of extra copies is one that 
should be discouraged. It is high time 
that insurance offices kill off this 
“racket” entirely. 


tain things which will at least prove 
you have accomplished a purpose. If 
you want an order, get it. Don’t be 
satisfied with an excuse or a request to 
call back in a day or so, or to leave a 
booklet, or some similar stall. The 
sales world is full of engaging men who 
have a pleasant personality and are good 
talkers. The pearl of great price is a 
man who can finish what he starts.” 


“SoMEONE has said that the difference 
between the genius and the ordinary 
man is that the genius has a tireless 
capacity for patient, hard work, while 
the other regards effort as a painful 
exertion, and is ever looking forward to 
the time when he can rest.” 


Opportunities might be more easily 
recognized if they didn’t so often come 


Joseph C. Behan, vice-president and 
superintendent of agents of the Massa- 
chusetts Mutual, was in Chicago this 
week in conference with members of the 
Bokum & Dingle general agency. He 
returned east. 

Joe Sparks of Graham & Sparks, New 
York Life agents at Greenville, S. C., 
was married recently to Miss Caroline 
Sullivan of Troy, S. C. 


Commissioner Clarence C. Wysong 
of Indiana leaves Saturday of this week 
for Camp Knox, near Louisville, Ky., 
where he will spend two weeks, per- 
forming the duties of judge advocate. 


W. H. Savage, vice-president of the 
Great Republic Life of Los Angeles, 
who has been absent from the home 


M. Dwight Higbee, Federal Life | 
manager in Chicago, died in Detroit 
July 27 following an appendicitis op- 


pioneer in the industrial business be 
ing gone to work in the home ofi 

the Prudential in 1880. He is a br ithe 
in-law of G. W. Munsick, vice-pres,. 
dent Prudential in charge of both ip. 
dustrial and ordinary agencies, one oj 
the great field generals of the insurane 
business. 

E. D. Higgins, for several years Co) 
umbus, O., manager American Banker 
died recently in Dayton following » 
automobile accident. Apparently on th 
road to recovery, gangrene a fror 
vir. 





internal injuries and caused Hig. 
gins’ death. 

William Montgomery, president 
Acacia Mutual Life, is spending about 


visiting the company’s west 
coast agencies. He expects to return t 
Washington late in August. 

John C. Moyler, 56, long general 
agent for the Provident Mutual Life for 


a month 








office since June 7 on a trip to Texas 
and the middle west agencies, returned | 
home a few days ago. While absent | 
Mr. Savage spent some time at San 
Antonio, Dallas, Oklahoma City and 
‘Springfield, also stopping in Kansas | 
City a day enroute home. 
Superintendent of Agencies Joseph D. 
Cassidy of the Western & Southern 
Life has been presented a gold watch 
by the company in commemoration of 
his 25 years of service. This presenta- 
tion was made by President W. J. Wil- 
liams at the silver jubilee celebration 
held Saturday in Cleveland in Mr. Cas- 
sidy’s honor. Company representatives 
from 27 cities attended, as well as 13 
company officials and home office dele- 
gates. 

Harry L. French, general agent for 
the Northwestern Mutual Life at Madi- 
son, Wis., and Miss Mazie Mason, as- 
sociated with the business staff of the 
Madison club, were married in Chicago. 
Mr. and Mrs. French spent the re- 
mainder of July at their summer home 


nated 
Month, in honor of Dr. E. G. Simmons, 
vice-president 
who, accompanied by Mrs. 
is leaving Aug. 


can National of St. Louis. 
only 
dent’s Cup for one year but in 
tion will be given $100 
a gold watch. Prior 
American National, 
was awarded the President’s Cup of the 
American Savings Life of Kansas City, 
which he then represented. 


Virginia, died in Richmond last week. 
He became general agent for the com- 
pany 20 years ago when it was the 
Provident Life & Trust. He then had 


his headquarters in Petersburg, his na- 
tive city. Later he moved to Richmond. 
Several years ago he resigned the gen- 
eral agency because of failing health, 
but he continued as a special represen- 
tative. 

Anthony E. Veith, an agent of the 
Massachusetts Mutual Life in the St. 
Louis general agency, has been reelected 
president of the park board of Univer- 
sity City, Mo., one of the suburbs of the 
city. 





Announcement is made of the election 
of Arthur S. Holman, manager of the 
Travelers in San Francisco, as acting 
president of the board of administration 
of San Francisco city employes retire- 
ment system, succeeding the late John 
W. Rogers, chief assistant clerk of the 


| board of anperetonss. 


Douglas F. Yous of Tulsa, Okla, 


|} won the grand prize in the President's 


Month contest conducted by the Ameri- 
He will not 
the Presi- 
addi- 
in gold and 
to joining the 
Mr. Young in 1929 


retain possession of 


The Pan-American Life 
August as 


has 
Simmons 


desig- 
Loyalty 
and general manager, 
Simmons, 
1 for a trip to Europe, 


visiting France, Italy, Switzerland and 


England. 





in the Munnohannit club island in Iron 
county, Wis., and will reside in the 
beautiful new home Mr. French is com- 
pleting at Maple Bluff, next to the La- 
Follette homestead. 


Miss Eleanor Raub, daughter of Ed- 
ward B. Raub, vice-president of the In- 
dianapolis Life, will marry Franklin W. 
Priz of Oak Park, Ill., on Aug. 11. 


Owing to the illness of President E. 
J. Heppenheimer of the Colonial Life 
of New Jersey, Vice-president Chas. 
F. Nettleship has been in charge. Mr. 
Heppenheimer is considerably improved 
of late and attended the July directors’ 
meeting. The Colonial has had a splen- 
did six months’ showing, at a time when 
other industrial companies are making 
little progress, a 20 percent gain in in- 
dustrial increase and a 25 percent gain 
in ordinary, over that of the first six 





disguised as hard work. 





months of 1929. Mr. Nettleship is a 





Company Provides C. L. U. 
Books for Agency Force 





All books necessary to complete 
a course of study for the C. L. U. 
degree have been added to the 
agents’ library of the Northwest- 
ern National Life of Minneapolis. 
In view of the increasing interest 
in the degree, it is the company’s 
desire to encourage those wishing 
to study for the degree as far as 
possible by making all of the 
books needed available through 
the library. Agents may requisi- 
tion a book from the library witi- 
out charge for a period of from 


two weeks to a month. 
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HE GENERAL MUTUAL LIFE Insur- 
ance Company expects to make Life Insur- 
ance History this week. 


Licensed to do business July 28, five minutes later 


applications had been received for more than 
One Hundred Thousand Dollars Insurance. 

For more than fifty-four years the Purmorts, 
who head the General Mutual Life, have been 
associated as executive heads of three Fire In- 
surance Companies operating in thirty-three 
states and Canada. They are, therefore, no 
strangers to an Insurance buying public. 


The first week’s business, judging from present 
indications, promises applications totaling One 
Half Million Dollars. 
If you are interested in making a connection 
with a Company, new as to organization but old 
in experience, write to 


THE GENERAL MUTUAL 


INSURANCE COMPANY 


C. A. L. Purmort, President 


VAN WERT, OHIO 





LICENSED TO DO BUSINESS IN OHIO ONLY DURING 1930 











$100,000 in Five Minutes— 
A Half Million the First Week! 


LIFE 
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bank agency in New York. A year later | years Mr. Calvin has been with the My — 
he became a supervisor in the agency, } tual Benefit Life. chent th 
LIFE AGENCY CHANGES and then after attending the Rockwell PeThe 
school and the home office training Life Agency Notes i H be 
school, was made superintendent of the eciti ai mentite hae & a i <o 
e . . . P ifi oast re i iWiCi t the as .» Lere as een appointed dic. c 5 . 
Take Philadelphia Agency| Bumstead Wins Higher Post | Pacific Coast regional division at the | | ict manager of the Metropolitan Lich ing, S° | 
home office, which position he held until e a iene Aebeeer dianeien de 1 all 
transferred to Boston early this year. ae pe eng mn gl oo h 7 receeimmdetal ie 
Jesse H. Pratt and Frank Wight Are| Takes Full Charge for Equitable, N. Y., > na one Vincennes, Ind., peng iin na Aye ’ 
Made Home City Managers in Louisiana and South of that district. In many 
of Philadelphia Mississippi Western & Southern Changes * * * ance bec 
—- Maxwell D. Schreiber, long connected - >= Reap, pty viee-prenté nt ofeafter he 
° rm ~ . 1 “7 he American uUxcnange rus om Dap : 2 l 
In acquiring the services of Jesse H. NEW ORLEANS, July 31—Appoint- with the home office of the Western & ae for many years prominent in “te eabpel 
Pratt and Frank* Wight, managers of | ment of John A. Bumstead as agency Southern, has returned to the company’s | ine circles in Little Rock, will be vida? } 
its home city agency, the Philadelphia | manager in Louisiana and south Miss-| service as superintendent in Cleveland. | vice-president of the Ben R. Hamilt 


Life adds well established ability to the 
managerial staff. ‘‘Jess” Pratt started 
as an office boy in a fire insurance of- 
fice, became stenographic secretary to 
Griffin M. Lovelace, superintendent of 
agencies for Connecticut Mutual Life, 
rose to inspector of agency accounts 
with the same company and then was 
entrusted with personal contact work. 

Since 1926, Mr. Pratt has been with 
Penn Mutual, first as assistant to Su- 


perintendent C. K. Schonck of the 
home office agency, then assistant in 
John A. Stevenson agency. Most re- 


cently Mr. Pratt has been manager of 
the Ledger building unit of the John A. 
Stevenson agency. 

Frank Wight, after graduating from 
Bowdoin in 1908, became secretary for 
United States Senator Hale of Maine, 
worked for some years in the commer- 
cial field with Barker, Carver & Mor- 
rell and with W. A. Harriman & Co. 
as manager of the export department. 
Then he went with Penn Mutual as 
a personal producer, turning in a record 
of $249,000 in part time in his first year. 

Mr. Wight and Mr. Pratt will devote 
themselves to agency management for 
Philadelphia Life in the Philadelphia 
territory. 


J. J. Seott, 407 Central Bank building, 
Salisbury, Md., and ©. Webb MacKel- 
vey, 520 National Bank building, Albany, 
N. Y., have been appointed managers 


of the Fidelity Mutual Life. 








issippi for the Equitable Life, New York, 
has been announced. William Henry 
Elder will serve as associate manager 
for New Orleans. 

Mr. Bumstead comes to Lousiana 
from Columbus, O., where he served 
the Equitable as agent, district manager 
and assistant agency manager. Mr. 
Elder has been with the company for 
18 years, having qualified for the or- 
ganization’s Century Club, Half Million 
Club and Three-Quarter Million Club. 
Mr. Elder’s father, Henry C. Elder, was 
with the Equitable organization for 31 
years, 


Lefebvre & Johnson 


J. P. Johnson has become associated 
with Leon N. Lefebvre, general agent 
for the California State Life of Sacra- 
mento, at Portland, Ore. The agency 
hereafter is to be known as the Lefebvre 
& Johnson agency. 


Carlton S. Richardson 


Carlton S. Richardson, formerly as- 
sistant general agent Aetna Life in Bos- 
ton, has taken charge of brokerage busi- 
ness for the James P. Graham, Jr., 
agency of the company in New York as 
assistant general agent. Mr. Richard- 
son started his insurance career as a 


Tom Jenkins, formerly at the home 
office, has been placed in charge of the 
South Bend district, which includes 
LaPorte, Elkhart, Goshen and Nap- 
panee, Ind. Other new superintendency 
appointments are: M. Gilbert, Colum- 
bus, Ind.; G. H. Hampton, Chicago 
South; J. E. Kelly, Flint, Mich.; Roy 
Seckinger, Cleveland West, and H. L. 
Oberer, Cleveland-Edgewater. 


F. W. Smelser, J. F. Morgan 


The American National of St. Louis 
has appointed Frank W. Smelser of 
Louisville state manager for Kentucky, 
with headquarters at 1931 West Main 
street, Louisville. He has had consid- 
erable experience as a personal producer 
and agency organizer. Harry Gilbert, 
formerly state manager in Kentucky, 
has returned to his old position with the 
Kentucky insurance department. John 
F. Morgan, for the past two years with 
the Gilbert agency at Frankfort, Ky., 
has been appointed district manager at 
Frankfort. 





J. Courtney Calvin 


J. Courtney Calvin has been made 
manager at Joplin, Mo., for the Ameri- 
can National of St. Louis. His territory 
will include a few counties in Arkansas, 


Agency, general agent for the Pyran 
Life in Little Rock and _ surroundiy: 
territory. 

* * * 

The Pan-American Life has appoint 
these district managers: C. Grady } 
lett, Sapulpa, Okla.; O. W. Chand 
Hannibal, Mo.; J. A. Muller, Fort Wayn 
Ark. 
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Hart Speaks at Pittsburgh 


Penn Mutual Executive Discusses Publ; 
Attitude at Meeting of Agents 
and Policyholders 


At a luncheon meeting of more thz 
100 agents and policyholders of th 
Penn Mutual in Pittsburgh, Hugh 0 
Hart, vice-president, outlined what th 
company is doing to promote the bus 


Princip 
the so-ca’ 
the famil: 

Of a de 
it has be 
ance per 
year exp¢ 
average fi 
mined by 
ances for 
of the po! 

“Of th 
policy ur 
nished fo 





ness and told of difficulties whic 
agents encounter. 
“The public at times has _justife 


complaints against the insurance man 
he said. He told of the education 
work being carried on by the Penn Ms 
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lopposition and prove to a prospective 
‘ient the value and necessity of insur- 


jance. 
The agents are not always to blame,” 
Mr. Hart said. “Sometimes the public 
does not give the agent a proper hear- 
ing, so he can explain, clearly and in 
‘detail all the possibilities and benefits 
of insurance, how individual problems 
can be worked out, and other matters. 
In many cases, the opponent of insur- 
ance becomes a friend, instead of a foe, 
after he becomes thoroughly acquainted 
with all phases of insurance, or indi- 
vidual phases in which he is interested.” 


Seeks Criticism of Schedule 








New York Department Wants Opinions 
on Form Upon Which Returns 
Must Be Made for 1930 








Acting Superintendent Behan of the 
New York department has submitted to 
companies the final draft of so-called 
Schedule Q, upon which form returns 
must be made for the calendar year 
1930. Suggestions and criticism are in- 
yited until the form is finally printed, 
which will not be for another month. 

Principal changes in the form concern 
the so-called decreasing term to 65 and 
the family protection policies. 

Of a decreasing term to age 65 policy, 
it has been held that the $1 flat allow- 
ance per $1,000 of insurance of the first 
year expense limit should apply to the 
average face amount of insurance, deter- 





re thar 
of th 
ugh D 
hat the 
1e bus: 

whic 


ustifie! 
. man 
-ationa 
nn Me. 


ne th 



















mined by dividing the sum of the insur- 
ances for the various years by the term 
of the policy. 

“Of the so-called family protection 
policy under which insurance is fur- 
nished for life but with additional de- 
creasing term protection during the first 
ten or twenty years, it has been held 
that the $1 flat allowance per $1,000 of 
insurance should be applied against the 
average face of the policy obtained by 
treating the term of the contract as of 
}a person’s expectancy. Thus for a 20 
‘payment life policy, carrying the above 
fom of benefits, issued at age 35 
} (where the expectation of life according 
}to the American Experience table is 32 
} years) the insurance should be averaged 
g for the 32 years and such average mul- 
itiplied by the $1 flat allowance.” 


Plan Boston Trust Council 


A joint committee of insurance and 
banking interests of Boston was held 
the past week to consider the forma- 
tion of a Boston Life Insurance Trust 
Council, one of the principal purposes 
ot which will be the education of life 
underwriters as to the service which 
banks and trust companies offer in con- 
nection with life investment insurance 
trusts and kindred allied interests. 

The committee includes V. W. Ken- 
ney, Merle G, Summers and Franklin 
. Ganse for the Boston Life Under- 
Writers Association; H. N. Andrews of 
the Old Colony Trust Company, P. F. 
Messeng r of the Merchants National, 
Charles Weston of the Atlantig Na- 
tonal, W. R. Herlihy, Jr. of the State 
Street Trust Co., Norman W. Hall of 
the Peabody Trust and Leon Little of 
the New England Trust Co., represent- 
ing the banks and trust companies. 


Rochester Sales Gain 


The Rochester, N. Y., chamber of 
Commerce reports life insurance paid 
‘or sales during June in the Rochester 
® “strict of $6,192,133 a 29 percent in- 
m ‘Tease over June, 1929. This was the 
“rgest life insurance month in Roch- 
yard this year except March. The 
ochester district is held to comprise 
12 counties. 
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F Honor D’Andrea 
enantolo D’Andrea, assistant superin- 
endent of the Bridgeport, Conn., 


“sency of the Prudential, was tendered 

{ oe ial banquet in honor of the 

© co “ae » , 
‘ompletion of his 15th year with the 
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Business Tension Lessening 





Central Western Life Offices Report 
Better Production in July After 
Temporary Crisis 





Prospects in the central west are 
considerably better, after a stretch of 
some three months in which many 
agencies have been almost desperate in 
their efforts even to equal last year’s 
production, let alone show an increase. 
There is a noticeable lessening of ten- 
sion in life offices and July produc- 
tion for the most part has been entirely 
satisfactory. 

It appears that the average for most 
agencies for the first half year has been 
about 4 or 5 percent increase, which is 
approximately what the national per- 
centage was. Managers have used every 
artifice of sound salesmanship in the 
last three months, only to find them- 
selves with production decreases on a 
comparative basis. The first three 
months of the year were excellent, and 
this is the only thing that has saved 
most of the offices from showing bad 





decreases for the half year. 

Even the very large Chicago agen- 
cies are modest about their figures for 
the six months. There are only a few 
which have appeared to be immune! 
to the general depression and which 
have maintained large increases. 


Office Force 


All Members of Woodard Agency of 
Home Life of Chicago Contribute 
on “Appreciation Day” 





Entire Scores 








The sixteen members of the Selwyn 
C. Woodard agency of the Home Life 
of New York in Chicago produced 100 
percent in the company’s national one- 
day drive July 29, “Appreciation Day,” 
in honor of the officers and their loyalty 


to the field men. Every agent in the 
Chicago office produced at least one 
application and all examinations were 


completed. Amounts ranged from $25,- 
000 down to $1,000. Mr. Woodard, 
not to be outdone by his men, produced 
an application himself—on his own life. 

Leaders in the one day effort were 








Emerson R. Meyers, three apps for $56,- 
000, and Harry Schultz, Arthur Lines, 
Theodore Caldwell, each three apps. 
The remainder wrote one or two apps 
apiece, the total approximating $180,- 
000. Most of the cases were for $5,000 
under the company’s preferred policy. 
Mr. Woodard gave his men a dinner 
Tuesday night in honor of the record. 





Win Fight for Recall of 
Mayor; Groesbeck Favored 





DETROIT, July 31—A group of 
prominent Detroit business men, headed 
by Walter B. Cary, president of the 
Michigan Insurance Agency, were 
successful in fighting the city admuin- 
istration and secured a two-to-one vote 
Charles 


in favor of recalling Mayor 
Bowles, the first times a chief executive 
has been recalled in the history of 
metropolitan cities. 

Immediately after the election, the 
name of Alex Groesbeck, president of 


the Michigan Life, was advanced for the 
vacancy, which is to be filled by elec- 
tion in September. Mr. Groesbeck is 
looked upon as an able executive who 
can bring order out of the present ad- 
ministration chaos in Detroit, and his 
candidacy is being urged by the city’s 

















The Life Salesman is a lone warrior. 
man welfare he struggles hand to hand with Improvidence. 
mortal combat, for to lose the fight exposes defenseless lives to 
deadly enemies. Hunger, Destitution, Frustrated Hopes too often 
celebrate an ugly triumph when the Life Salesman is vanquished. 


The Lone Warrior 


The Cause demands that the warrior be well armed. 
moral obligation upon every company to supply the best possible 
weapons—straightforward policies; provisions that protect; and 
‘benefits of breadth and strength to meet the need. 
these weapons is of paramount importance; and help in learning 
their use, the plans of campaign, the methods of attack, maintain 
the Salesman’s courage and aids to victory. 


These things we try to give—the weapons, the skill, and the 
encouragement to defeat Improvidence. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


In the interests of hu- 
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Skill to wield 
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largest newspaper. He served twice as 
governor of Michigan. 





Miss Luidens on Vacation 


Miss Joy Luidens, secretary to Walt 
Tower, managing director of the Chi- 
cago Association of Life Underwriters, 
is starting on a vacation on which she 
will spend some time in the office of 
the New York association studying its 
methods. She will make side trips to 
Atlantic City, Gettysbury and into the 
Catskills. 


Law Agéncy Increase 


The Marc A. Law general agency of 
the National Life of Vermont in Chi- 
cago has had an unusually good year 
in spite of the business depression and 
the fact that Mr. Law assumed charge 
only a few months ago. Production in- 
crease for the first half year is 11 per- 
cent by volume and, what is more im- 
portant, 24 percent by premiums. This 
is compared with the company’s general 
gain of 6 percent in volume for the six 
months. 


Lustgarten Agency Booming 


The Samuel Lustgarten agency of the 
Equitable Life of New York in Chicago 
exceeded its paid production for the 
sixth consecutive month this year, 
showing an increase of $1,000,000 more 
than in the first half of last year. The 
agency has had an unbroken string of 
million dollar months far and also 
$40,000 increase in premiums. 


so 


Launch Veterans Association 


Incorporation papers have been issued 
to the American Veterans Insurance 
Association of Columbus, O. Forms of 
policies have been approved by the trus- 
tees of the organization and will be sub- 
mitted to the state insurance depart- 
ment. The organization is to be a fra- 
ternal. 
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C. E. Winters Agency Leader 


Birmingham General Agent of 
Security Life & Trust Beats All 
Hands in Production 





the 





Charles E. Winters of Birmingham, 
Ala., general agent in Alabama and Ten- 
nessee, for the Security Life & Trust 
of North Carolina, again led all repre- 
sentatives of his company with his pro- 
duction of business during 1929, thus 


only broke all of his previous records 
but in addition broke the all-time record 
for production of all representatives for 
the company. At the completion of his 
term as president of the club at the end 
of this year he will have been president 
for a longer period than any other man 
holding the honor, thus breaking an- 
other record. Mr. Winters writes no 
small policies at all, confining his field 
of activity exclusively to wealthy pro- 
fessional and business men, where only 
the services of an expert receive atten- 
tion. 


Taylor Speaks to Agents 


Charles G. Taylor of New York, as- 
sistant manager and actudry of the 
Association of Life Insurance Presi- 


dents, spoke this week before the agency 
convention of the Lamar Life of Jack- 
son, Miss., held in New York. The 
party sailed from New Orleans and 
after landing Monday morning listened 
to Mr. Taylor. The return trip to the 





south was made by train. 


automatically succeeding himself as 
president of the $200,000 Club, com- | 
posed of the largest producers. In win- 





ning this honor again Mr. Winters not | 





Opposed to Tax Increase 


Judge B. M. Miller, Candidate for 
Governor of Alabama, States His 
Position on Subject 








MONTGOMERY, ALA., July 31.— 


The issue of increased taxes on insur- 


ance premiums in Alabama has been 
definitely injected into the seething 
campaign for governor which closes 
with the Democratic primary August 
12 


Tram Sessions, a leading life man of 
Birmingham, has sent out a letter to 
insurance men, enclosing a copy of a 
letter from Judge B. M. Miller, candi- 
date for governor, in which the latter 
takes a decided stand against any pro- 
posed increase in insurance taxation. 

“At the last session of the legisla- 
ture,” says Mr. Sessions, “an attempt 





was made to increase the tax based on 
premiums.” A similar effort will prob- 
ably be made at the next meeting of the 
legislature. It is vital to every insur- 
ance man to prevent such increase. 

“The leading candidates for governor 
of Alabama have been requested to 
state whether they would oppose an at- 
tempt to increase these taxes or not. 
At a recent meeting of agents in Bir- 
mingham, W, C. Davis refused to com- 
mit himself on this question. Judge 
Miller has written a letter stating his 
position.” Judge Miller says: 

“In my opinion life insurance, under 
present conditions, is not only extremely 
beneficial but has become almost as 
necessary as any living commodity. Any 
increase by way of taxes would neces- 
sarily increase its cost. For this rea- 
son I am opposed to such increase and 
will opose it if elected governor. 

“In my opinion there should be no 





NOW UNDER WAY 


REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO 
DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


NORTHERN STATES LIFE INSURANCE 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 


HAMMOND — INDIANA 








increase in taxes, and as soon as y 
have recovered from deficits brou 
by extravagant and imprudent ad ninj 
tration of the state’s affairs, reducti 
in taxes should be considered.” 


Opposes Commission’s Lobb 


Attorney General of Louisiana Givy, 
Opinion Such Use of Public Funds 
Is Illegal 





NEW ORLEANS, July 31.—P 
declaring the special meeting 
Louisiana insurance commissi 
legal, Attorney General Saint 
renders the opinion that the co 
sion is not authorized to have legis). 
tive programs and pay member 
lobbying. This opinion results f 
special meeting in Baton Rouge w 
the legislature was in session, and whic 
Mr. Saint did not attend. He charg 
that the commissioners had no rivht } 
draw funds for lobbying and that funk 
were advanced to Fernand M \ 
Governor Long’s appointee, and A. } 
Blackmar, secretary. The opinio 
response to protests of the 
companies and the rating and fir 


stock 


vention bureau, which provid 
funds. 

It is understood there will not be; 
fight for the chairmanship. J. D. Saint’ 


term expires Aug. 12, and it is 
certain he will be reappointed by hy 
uncle, Attorney General Percy Sain 
The chairmanship probably will fall : 
Robert M. Walmsley, who has 
years to serve. 


Change North Carolina Dates 


Oct. 15-16 are the new dates for th 
Insurance Day meeting of the Insurance 
Federation of North Carolina, 
held in Greensboro, the date having 
been deferred to avoid conflict with 
some other insurance gatherings. 

W. B. Merrimon, president of the 
federation, and Bart Leiper, publicity 
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Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 


































GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 














AS WE SERVE 
WE PROGRESS 
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Insurance in Force 


One Billion 





1923 
1927 One Billion and a Half 


Two Billions 





1930 


















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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BIG OPPORTUNITIES WITH 


| GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 





W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 











IT CONCERNS 
GENERAL 
AGENCIES 











A progressive up-to-date company with a program of expansion 


and growth. 
All Texas is our field. 
The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 


and that some of the leading insurance 
figures of the state and section will have 
prominent roles. The Greensboro Asso- 
ciation of Life Underwriters and the 
local exchange are cooperating fully. 
Some concrete aid is also being sought 
from those who have made the Indiana 
Insurance Day events such signal suc- 
cesses. 





Incorporate Community Life 


Articles of incorporation for the Com- 


chief, say plans are shaping up nicely | 


= 





munity Life of Little Rock, Ark., ha, 
| been filed. A. G. Ingalls is presidey 
F. A. Pickard and W. H. Henson, yx 














PACIFIC COAST AND MOUNTAIN 











Production Million a Month 


Pacific National Life Holds Meeting at 
Hollywood, Cal., in Celebration 
of Record 








Encouraged by production which has 
reached a million dollars a month dur- 
ing the second year of its existence, 
executives and agents of the Pacific Na- 
tional Life of Salt Lake City held an 
enthusiastic convention at the Sorensen 
& Carlson agency of Hollywood, Cal., 
recently. Although the convention was 
conducted by the Sorensen & Carlson 
agency, members of the Milne & Gordon 
agency of Los Angeles participated. The 
Milne & Gordon agency, recently or- 
ganized, has submitted a large volume 
of business. 

The home office delegation was head- 
ed by President Carl R. Marcusen, 
Medical Director George W. Middleton, 
and Home Office Manager Ray H. Pe- 
terson, who flew from Salt Lake City to 
Hollywood. 

A feature of the convention was an 
address by Mayor Porter of Los Ange- 
les, who pointed out that death rates 
from accident and crime in Los Ange- 
les have been reduced more than 11 per- 
cent during his administration. This, 
he said, was his contribution to the life 
insurance cause. 


presidents. Capital of $100,000 is , 
thorized and reported subscribed. ° 
| Nation‘ 
Robinson General Manager 
: Several 
| Wyatt Robinson, formerly of Gy New 
| port, La., has been made general mz 
|ager of the Gulf States of Jackso 
| Miss., which recently qualified as ; 
legal reserve company in that stay The N 
| George W. Covington is president, & Healtl 
in Chicas 
the addit 
been reo! 
has just 
ficers an 
sociation, 
C. Hathaway is manager, has just clo} sociation 
a month’s campaign which was one o™ writers, 
the most successful in its history. Foxff to the F 
teen agents produced over $1,300,000, |B Manager 
S. Ferguson being the leader with oy The B 
$200,000. Three others wrote in exces ganized 
of $100,000 each. Leader in numb clubs in 
of applications was R. H. Bradstreef{— Washing 
with 26% applications for $86,750. The under w 
were 204 applications, or an average of executiv’ 
over 14 for each man. time wit 
—_—— ably in 
Hill on Western Trip A 
Johnson D. Hill, executive vice-pres. - 
dent of the Atlas Life of Tulsa, Okk The / 
left Friday to visit important genenf} ment ac 
agencies. His trip will cover the Paci headqua 
northwest and extend south to the Guif been plz 
of Mexico. A heavy increase in buig by the 
ness has been shown in California af Keys, t 
Oregon and the company is planning ag pointed 
interesting development program ment s| 
those states. $3,705. 


miums. 
Scotland’s Big Increase showed 


Attor 
George A. Scotland, geteral ager ree 
Penn Mutual Life at Sacramento, ( permit 
for the past three years, has 300 pe 
cent increase the first six months ¢ 
1930 over the same period last year, th 
largest increase in the company wi 
the one exception of the D. B. Ade 
general agency in New York City. 
Mr. Scotland’s agency produced $1 
000,000 last year and this year the pro 



































ett Farnham as general agent at St. 
Joseph, Mo., the Connecticut Mutual 
has decided to consolidate the territory 
of the St. Joseph general agency with 
that of the Kansas City general agency, 
the combined territory to be in charge 
of Herley S. Daily, Kansas City gen- 
eral agent. 

Mr. Farnham, who has served the 
Connecticut Mutual for 22 years, re- 
signing in order to be relieved of organi- 
zation and administrative duties, will 
devote himself to personal production 
with the title associate general agent in 
the Kansas City general agency. 


Mitchell in New Post 


Arthur S. Mitchell of Brookings, S. 
D., who becomes agency manager of 
the Penn Mutual in charge of South 
Dakota and the western part of North 
Dakota, has taken his new position. He 
graduated from South Dakota State 
College. After war service he went 
with the bank at Brookings and wrote 
life insurance on the side. Then he 




















acted as a field supervisor in North and 





| duction will be over $3,000,000. \t 
sar aad a is president of the Sacrament! Lecal C 
Dri Life Underwriters association an , 
a “ ; ; ae? - 
H thaway Agency vend under his direction the association b _ 
The Los Angeles agency of the Mu-| increased its membership 30 perce: 
tual Life of New York, of which Fred | this year. 
Affau 
came 1! 
IN THE MISSOURI VALLEY ater 
junctiot 
et strainin 
° ‘ from « 
Daily Heads Merged Agency | Sovth Dakota for the Equitable Li ora 
y Cod Neen | of New York. In July of last yer] | an 
: ‘ . | moved to New York City to becom Ider 
Connecticut Mutual Decides to Consoli- | one of its agency supervisors there. i sng 
date St. Joseph Office With That desired to return to South Dakota # as Thi 
in Kansas City because the Equitable had no openist aaen 
there he joined the Penn Mutual. + co he 
Following the resignation of H. Ever- before 


Extra Effort Is Profitable 


The M. C. Nelson agency of t#) 9 
Equitable Life of New York in low 
shows an increase of $3,500,000 in {or 
warded business in the first six months 
$2,000,000 increase in paid business 2% 
$80,000 premium increase. The agent 
also chalked up an increase of 1,000 pe 
for cases over the half way mark ® 
1929. This record is the result of! 
definite program under which evel 
agent agreed to put in two hours © 
extra work each day. 


county 











New Business Increases 

The St. Louis agency of the Mas} 
chusetts Mutual, of which Chester | 
Fischer is general agent, shows 2° 
percent increase in new insurance “| 
livered during the first six months be 
1930. The agency stands third in ™ 


list of the company’s agencies for 0 
insurance delivered in June. 
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F sociation, as has the Philadelphia As- 
sociation of Accident & Health Under- 
writers, which has changed its name 
to the Philadelphia Accident & Health 
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National Association Growing 





Several Reorganized Clubs Added to 
New Coalition of Accident and 
Health Managers 





The National Association of Accident 
& Health Managers, recently organized 
in Chicago, is growing rapidly through 
the addition of several clubs which have 
been reorganized. The New York club 
has just been reorganized with new of- 
and has joined the National 


as- 


Managers Club. 

The Boston club has also been recr- 
ganized and work of organizing similar 
clubs in Buffalo, New York, Baltimore, 
Washington and Chattanooga is well | 
under way. The National association | 
executive committee will meet some | 
time within the next three weeks, prob- 
ably in Chicago. 


American Industrial Cracks 


The American Industrial, an assess- 
ment accident and health concern with 
headquarters at Springfield, Ill., has 
been placed in the hands of a receiver | 
by the insurance department, A. S. | 
Keys, the official liquidator, being ap- | 
pointed receiver. Its last annual state- | 

| 





ment showed assets $24,973, liabilities 
$3,705. Last year it had $42,000 in pre- | 
miums. A recent examination, however, | 
showed the company impaired, 

Attorneys for the company withdrew | 
its answer to the petition, which will | 
permit immediate liquidation. 


cellable 


| by 
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Will Enter Accident Field 


Union Automobile of Los Angeles Ar- 


ranges for an Extension of Its 


Operations 








The Union Automobile of Los An- 
geles has just entered the accident and 
health field. Up to this time the Union 
Automobile has confined its coverage to 
automobile insurance and in 1929 wrote 
premiums of $2,755,204. 

The company comes into 
dent and health field with 
line of limited accident 
policies limited accident 
forms to sell at $10, $15. 
spectively are included. 
Disability” policy is the commercial 
form and written on the non-can- 
term basis. It is written with 
the accidental bodily injury insuring 
clause and sells at $33 a year with 
$1,000 principal sum and $50 monthly 
indemity. The company is issuing also 


the acci- 
a complete 
and health 
and sickness 
and $20 re- 
The “Acme 


1s 


| a $6 automobile accident policy. 





Metro Mutual Is Formed 


The Metro Mutual Auto Casualty of 
Philadelphia has been incorporated. It 
will insure against death and accident 
automobiles. Funeral benefits will 
be more than $100. Officers and 
directors are: President, William Bast; 
secretary-treasurer, David C. Boggs, 
Jr.; Arthur A. Falliner, George H. Roth- 
Otto Steinacker, Charles W. Helm 
and Harry Pickney, all of Philadelphia; 
Loring S. Hemenway, Glenside, and 
Carl J. Hunger and Edward R. Young, 
also of Philadelphia. 





_ NEWS OF THE 
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Woodmen Rebels Win Writ | 





Local Court Grants Injunction Restrain- 
ing Head Camps from Collecting 
Part of New Rate 





Affairs of the Modern Woodmen be- | 


came news again when Judge Bern-| 

, . . i 
reuter at Nashville, Ill, granted an in- | 
junction in behalf of the insurgents re- | 


straining the head camp of the order 
Irom collecting the so-called current 
cost or step-rate assessment from un- 
exchanged members 70 years of age or 
older. The rates were to have gone 
into effect July 1. 

This injunction was obtained after re- 


| 
| 
sed on motion of the pomngeate | 


quest for a similar injunction had been | . , 

dismis Negro Fraternal in Receivership DAVID F. HOUSTON GEORGE K. SARGENT 
before Judge Briggle in Sangamon The Mosaic Templars of America, President = ype 
county, IIL, circuit court. Little Rock, Ark., said to be the largest 


| fic part of those rates, 


The granting of this injunction was 
something of a surprise to the head 


| camp inasmuch as the Illinois supreme 


court on a rehearing confirmed the po- 


sition of the head camp on the new 
rate. Although the Nashville injunc- 
| tion was against collection of a speci- 


the head camp 

claims that the supreme court has con- 

firmed the rate in part and in whole. 
What action the head camp will take 


is problematical, but when injunctions 
| have been issued in local courts of 
other states the head camp has taken 


| the case to federal courts, which have 
| dismissed the litigation. 

It is reported that the Modern Wood- 
men are continuing to collect the new 


rate. 





356,988 Prospects 


received advertising letters 
in first five months of 1930 


$19,000,000 of Business 


sold on lives of ‘‘advertised”’ 
prospects in same period. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 



































HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn't this merely natural and 
logical ? 

Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according ,to ability and undivided 
effort. THe Mutua Lire Insurance Company or New York affords such 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y 
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Write The Lincoln National Life 


Insurance Company of Ft.\VayneInd. 
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Navek: Look Ahead 
With This Growing Company 


S 


REO \ Careful, conservative building—based 
AXON \ on full co-operation between company, 
An - Wat Sk agent and _ policyholder—has_ estab- 
ELE RRR WN lished a firm, substantial foundation 


for future business growth. 


Now well laid plans for expansion 
are getting under way. Production for 
1930 to date is far ahead of the record 
breaking months of 1929. This com- 
pany’s policy of training, leading, 
supervising and rewarding, assures 
that you, too, can grow with this or- 
ganization noted for its co-operation. 


BE A “CO-OPERATOR” and 
PROSPER 
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What Makes a Good Company? 


A company with sufficient age and financial stability, a live- 
and-let-live contract, policies that compare favorably with the 
best, close Head Office cooperation, lead service and other modern 
working tools. These are the principal things for which an 
agent looks. 


By these standards Fidelity is a good company. Its reputation 
rests upon over half a century of fair dealing. It is financially 
solid. It operates in thirty-nine states, including New York, on a 
full level net premium basis and has over $415,000,000 insurance in 
force. Its lead service and Low Rate policies make selling easier. 





Desirable openings for the right men seeking a wider and 
more profitable field of action. 


ff IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, Fresident 














1860 - 1930 


On July 16, 1860, The Guardian Life commenced 
business. 


In its seventy years of service, the Company has 
won and held an ever increasing number of friends 
among both the buyers and the sellers of life insur- 
ance. 


_We.appreciate these friendships, and from them 
derive added enthusiasm for and confidence in a still 
greater Guardian. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 





Negro fraternal in the country, has been 
thrown into receivership on petition of 
Attorney General Norwood and Commis- 
sioner W. E. Floyd. 

Scipio A. Jones, Negro attorney, na- 
tional grand master of the organization, 
was appointed receiver. The action al- 
leged that death claims of between 
300,000 and $400,000 are outstanding, 
and that the order is insolvent. 

Officials of the order stated that the 
receivership was necessary to administer 
its affairs and to protect the interests 
of members. 




















ASSOCIATIONS 








Must Get Buyer’s Viewpoint 





T. W. Callihan Outlines Fundamentals 
for Success in Address at San 
Francisco 





SAN FRANCISCO, July 31.—Fun- 
damentals of success for the life under- 
writer were outlined by Tressler W. 
Callihan, manager of general agencies 
and head of the sales research bureau 
of the John Hancock Mutual Life, 
speaking before the San Francisco Life 
Underwriters Association on “The Com- 
plete Life Insurance Program.” “First 
of all,” said Mr. Callihan, “the agent 
must have a definite idea of what he 
wants to do and an even more definite 
idea of what the prospect wants to do. 

“We are beyond the stage of merely 
selling policies, we have a definite serv- 
ice to render, but you must put yourself 
over on the side of the buyer and find 
out what he wants to do.” 

Referring to the life insurance pro- 
gram, he pointed out that a survey of 
the “average man” in the country indi- 
cates that his highest peak of produc- 
tion is reached at age 48 and continues 
until age 55, after which his income 
shows a decline, with a decline in obli- 
gations as well. “But,” he said, “the 
line of obligations does not decline as 
rapidly or in the same proportion as 
the income,” and it is at this time that 
the life insurance investment which he 
has been making during his productive 
period steps into the picture. 

Mr. Callihan also told his audience, 
which numbered more than 300, that no 
man is thrifty who is not making the 
maximum amount of which he is capa- 
ble. Careful buying of essentials and 
careful spending for non-essentials and 
pleasure are also elements of thrift, 
he said. “When you buy anything you 
do not really need, you are spending.” 

It was the first meeting at which Karl 
L. Brackett, recently elected president 
of the association, presided. Ben F. 
Shapro, general agent of the Penn Mu- 
tual Life, had charge of arrangements 
for the meeting. Mr. Callihan was in- 
troduced by H. J. Garretson, west coast 
supervisor of the John Hancock Mutual. 


x * * 


Wichita, Kan.—Carroll C. Day, Okla- 
homa City, general agent of the Pacific 
Mutual Life and vice-president of the 
National association, spoke at the regu- 
lar luncheon meeting of the Wichita as- 
sociation last week. Lem C. Swinney, 
general agent of the Pacific Mutual, and 
H. K. Cassidy, Kansas manager of the 
Inter-Southern, had charge of the meet- 
ing. 

a ae 


East Bay (Cal.)—Newly elected offi- 
cers of the East Bay association were 
installed at a meeting in Oakland with 
R. H. “Bill” Mouser, retiring president, 
in charge. The new officers are: Presi- 
dent John J. Stegge, Equitable of New 
York; vice-president, Thomas A. Cox, 
Northwestern Mutual; secretary, Ben F. 
Edwards, Equitable of New York; treas- 
urer, John P. Davies, Penn Mutual Life. 
The executive committee includes Lester 
Bristowe, Travelers; Chester L. Fowler, 
New York Life; Fred L. Jones, Pacific 
Mutual; Neil E. Munro, Prudential; 
Ralph E. Wilson, Connecticut Mvtual. 

John P. Davies was principal speaker 
on “Responsibility of Agents.” The next 




















meeting will be held Aug. 22. 
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GO INTO 
BUSINESS 
FOR 
YOURSELF 


Invest that Insurance 
Ability and Experience in 
a General Agency of your 
own. Have the Commis- 
sions and Renewals on the 


production of men you ap- | 


point. Now is the time 
and there is no better place 
than your own home town 
where you are known. 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 





IN BLACK ~ 











Offers You 
The Opportunity 





LIFE INSURANCE 


Modern Policies at 
prices in line with 
those of the best 
low cost companies. 
ACCIDENT AND 

HEALTH 
INSURANCE 
On the Commercial, 
Monthly Premiums 
and Pay Order 
Plans. 

GROUP LIFE 

and 


GROUP ACCIDENT 
AND HEALTH 


Write today for particu- | 
lars about our Money- 
Making Contracts. 
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Big Producer Learns to Forget About 
Self and Makes Amazing Discovery That 
His Production Is More Than Doubled 


There have been many stories of mas- 
ter life insurance salesmen, of men with 
unique methods, tricks of mannerism 
and technique, unusual approaches, can- 
yasses and closes. This is a story of a 
man who sold $2,430,500 life insurance, 
straight, in the last 12 months, who 
blunts the edge of sharp dismissal by 


business and financial giants who are 
surfeited with solicitation, merely 
through a calm, logical appeal to reason 
—Joseph T. Van Meter, special super- 


visor of the Alexander E. Patterson gen- 
eral agency of the Penn Mutual in Chi- 
cago. 


Picks Difficult Prospect with 

Friends in Business 

Earlier this year Mr. Van Meter ac- 
companied a Patterson agent to call on 

* the president of the largest bank in Chi- 

cago, who was hardly even a “suspect.” 
The man carried several hundred thou- 
sand, had been a “target” for years and 
made it plain that the call was a waste 
of time. He had many friends in the 
business, and carried 25 policies in as 
many companies. 

“It strikes me,” Mr. Van Meter said 
instantly, “that you have been for years 
buying life insurance to please your 
friends who are life insurance men. Mr. 

—-, why don’t you begin to think 
about buying life insurance for yourself 
and your family?” 

There appears nothing extraordinary 
about this approach, but it won a $750,- 
000 ordinary life case in four calls. Mr. 
Van Meter is the living evidence that 
there is nothing elaborate and mysteri- 
ous about selling life insurance. 





Uses Ingenuity in Reaching 
Chicago Business Man 


Not long ago he telephoned George 
A. Eddy, president and general manager 
of the Goss Printing Press Company, 
Chicago, a man who carried $550,000 life 
insurance, $50,000 Penn Mutual. He told 
Mr. Eddy that Mr. Patterson asked him 
to explain policy features that would 
give better service, and perhaps de- 
velop latent possibilities. 








t 


Mr. Eddy was frankly skeptical. “I 
don’t want to buy any more life insur- 
ance,” he said, 


asked you to buy any 
more,” Mr. Van Meter rejoined. “If 
you owned bonds in Insull properties 
and Mr. Insull’s personal representative 
offered to tell you something important 
about them, you would find the time, 
wouldn’t you? This is just the same.” 


Gets Interview with Mr. Eddy 
by Telephone Conversation 


Briefly, Mr. Eddy granted the inter- 
view, which was the most difficult part 
of this sale, as it is usually in large 
city canvassing. 

After great difficulty Mr. Van Meter 
obtained Mr. Eddy’s policies for anal- 
ysis, and later issued a large amount on 
approval. He used many arguments, 
such as that Mr. Eddy was a self-made 
man, that his present insurance was 
based on present needs, but Mr. Eddy’s 
experience and position would make his 
future growth so rapid that needs un- 
doubtedly would be greater. He also 
appealed to the sense of family pride, 
all in vain. 

Novel Appeal Used to 

Close Large Case 


Mr. Van Meter’s frank and sincere 
method is seen in the close of this case. 
It had been a miserable day when he 
was turned down and both men were 
not in the mood for a deal. The next 
morning was beautiful. Mr. Van Meter 
had an 8 o'clock appointment with a 
plumbing contractor, The Eddy poli- 
cies, on which the 60-day retention limit 
had expired the night before, were in 
his pocket. The plumber had been 
called away. It was a beautiful morn- 
ing. The policies burned for action 
in Mr. Van Meter’s pocket. He decided 
to try Mr. Eddy again. 


“I haven't 


“What, you back again!” Mr. Eddy 
said. 
“Yes, I want to tell you how sorry 


I am that you turned down this insur- 


anc 
“Well,” Mr. Eddy said, “if I had 





known that you were going to take this 
refusal so much to heart I wouldn't 
have permitted you to go so far.” 


Tells Millionaire He Is 
Sorry for Him 


I'm not 
That's 
I’m sorry for you. 
to take this and 
You'll never feel right 


“You mistake my meaning. 
worrying about my commission. 
water over the dam. 
You had the chance 
turned it down. 
about it.” 

The upshot of it was Mr, Eddy de- 
cided that was the way he felt, so he 
took the insurance. 

Mr. Van Meter attended a ball game 


one afternoon and was amused at a 
queer old man in a rusty green coat 
selling a candy bar that now is an out- 
standing success. Mr. Van Meter no- 
ticed how many bars were being sold 
and concluded that must be a profitable 
business. He went to see the presi- 
dent and sold him $600,000 ordinary 
life. 

That lead took him to the head of a 


whom he wrote 
whom he could 
only $250,000 


rival candy company 
for $1,000,000 but on 
place, for medical reasons, 
ordinary life. 

Mr. Van Meter was in a Chicago 
suburb when he overheard a man talk- 
ing of a contractor with $60,000 income. 
He learned the name and called that 
night, finding the man, a Dane, living 
in a cheap bungalow with office in the 
basement, one in a large addition he 
had built up. He had $65,000 life insur- 
ance. Mr. Van Meter sat up until after 
midnight and finally closed the man for 
$100,000 by friendly joshing about the 
hour. This resulted in $300,000 on con- 
tractor friends. 

There was another $100,000 case, 
when $100,000 appeared a huge amount 
to Mr. Van Meter. He ran into it on 
cold canvass when the man exhibited 
two $100,000 policies submitted by other 
agents. 


Undismayed by Exhibition of 
$100,000 Policies 


“Fine,” Mr. Van Meter said, “let me 
get another one and then you can 
choose between three.” After check- 
mating the competition in every way, 
Mr. Van Meter found a rebate offer had 
been made, and refused to meet it. Then 
the prospect offered to split the $100,- 
000 between the two agents, but Mr. 


The Lincoln National Life office in your 


town olfers complete brokerage service 














VAN METER 


JOSEPH TT. 
Van Meter stood to his guns, insisting 
on all or none, and he won. 

One of his most effective business 
building methods is display of personal 
letters from Chicago business men he 
has insured, one particularly from Mr. 
|E ddy expressing satisfaction. These 
letters give the entree which is so diffi- 
cult to obtain in large cities. 

Mr. Van Meter is loath to talk about 
| himself, but he outlines the foundation 





stones of his success in an admirable 
| creed: 
| on 
Gives Changed Creed of 
| Life Salesmanship 
“1. A growing realization that the 


| man I am interviewing is dominated by 
| the same ultimate ideals that dominate 


| ome. He is a human being with the 
| same loves and ties that characterize 
| other human beings. 

“2. An unshakable conviction that 


the business of helping men realize their 
| strongest ambition (the protection of 
’ home and loved ones) is one of the 















ACTUARIES 











CALIFORNIA 





Barerett N. Coatas Car. E. Hexvurtx 


Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO - LOS ANGELES 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


° Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 





HAlGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 
Consulting Actuary 
062-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 


is, 





and 
800 Securities Building 
Kansas City, Missouri 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E, Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance a 


pecialty. 
OKLAHOMA CITY 





Colcord Bldg. 
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greatest businesses on earth, and is one 
that I need never apologize for to any- 
one. I can be and am proud of it. 

“3. Desire to serve my client com- 
pletely, rather than merely to sell him 
a policy. It naturally follows that such 
service links the client to me for the 
future. 

“4. Study and adoption, so far as 
possible, of the methods of that master 
of American insurance salesmen, Clay 
Hamlin, especially the technique of the 
question as developed by him.” 


Metamorphosis Occurs in 
Sales Philosophy 


Mr. Van Meter has been able to at- 
tain his large production to a great ex- 
tent through a complete reversal of his 
philosophy of selling. That metamor- 
phosis was started by Frank H. Davis, 
Denver general agent of the Penn Mu- 
tual, and continued by Mr. Patterson 
and Hugh D. Hart, vice-president. 
These men have taken keen interest in 
the change. Mr. Hart has taken time 
to write several longhand letters ex- 
pressing appreciation for the high type 
of life underwriting Mr. Van Meter now 
is exemplifying. 

Mr. Van Meter started in life insur- 
ance 13 years ago with De Forest Bow- 
man of the Bankers Life of Des Moines 
at Chicago, then went to the Penn Mu- 
tual under C. J. McCary. Afterwards 
he went with George Pick, then general 
agent of the Mutual Benefit, and three 
years later with the Everts Wrenn 
agency, State Mutual. There followed 
six months with the Missouri State un- 
der Manager Karl Korradv, and he re- 
turned to the Wrenn agency. 


Had Decided Freelancing Was: 
Way to Produce 


In 1926 Mr. Van Meter became an in- 
dependent broker and free-lance, open- 
ing his own office. His many changes 
indicate that he knew something was 
wrong. His conception of life insurance 
then was that the agent, and not the 
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company and policy, was the important 
consideration. His change in philoso- 
phy came when he began ee for 
the Patterson agency in 192 He sums 
it thus: “I believe as soon as an insur- 
ance man stops taking himself seri- 
ously and begins taking his business 
seriously he will start to make prog- 
ress.” 

Very quickly his production began to 
grow. His first year in life insurance 
he barely sold $100,000, the next year 
$191,000, and it increased gradually to 
$1,670,000 paid in 1925. He has aver- 
aged $1,000,000 or more each year since, 
although in 1927 he paid for only $800,- 
000 while his conception of the business 
was changing. 

He believes his production of the last 
12 months demonstrates that his newer 
philosophy of selling is right. There 
were 33 cases, ranging from five or six 
$1,000 cases to one for $750,000. There 
is another $500,000 policy on a single 
life paid for a week ago not included in 
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the total. Mr. Van Meter paid for 
$402,500 in June. His average case. he 
says, is $73,000, and on six of his larger 
cases he averaged $366,000. Approxi- 
mately $1,200,000 was in participation 
with other Patterson agents who con- 
tributed the tips, although in many cases 
they did no preliminary canvassing. 

He continues his supervisory duties 
in spite of his large sales. Some time 
ago he organized an “8:30 club’’ and he 
has given talks at these meetings. He 
says his own personal production as a 
result of this inspiration went up by 
leaps and bounds. He cannot under. 
stand why sales of some other agents 
in the club did not increase correspond. 
ingly. Withal, Mr. Van Meter is some 
what surprised at the place he has 
reached in the business, a product of 
the unusual modesty and forgetfulness 
of self which accompanied his change 
of faith in 1927, and which has made 
him forge on rapidly to success. 
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Prepare for Celebration 


American Life Underwriters Club Will 
Meet at the Home Offfice in 
Detroit 


The 
ing elaborate arrangements for its $100,- 
000,000 convention to be held in Detroit, 
Oct. 7-8. The American Life Under- 


writers Club will hold a business meet- | 


ing, the general theme for the first ses- 
sion being “American Life Insurance 
Company—Past, Present and Future.” 
Philip J. Kieffer of Chicago, the presi- 
dent of the club, will preside at this 
session, 
Adams will give the welcome and there 
will be talks by Mr. Kieffer, President 
Clarence L. Ayers of the American Life, 
Vice-president H. P. Trosper, 
Life, and Manager Henry W. Owen of 
Saginaw, Mich. 
Systematic Sell 


In the afternoon of 
theme will be “Systematic Selling.” The 
talks will be given by Superintendent 

Agents E. H. Marshall, L. D. Stark 

Tulsa, Oklahoma state manager; C. 

. Weeks, Wichita, Kansas manager; 

’, J. Tiplady, Ann Arbor, Mich., and 
. D. Brogan of the Iowa agency. 

On the second day the general theme 
will be “Business Insurance and Per- 
sonal Estates,” the addresses being 
given by C. R. Suffron of the estates de- 
partment at Detroit, P. J. Crandall, man- 
ager Jackson, Mich. E. E. Sayles of 
the estates department. In the after- 
noon R. D Beadle, assistant to the 
president, will preside and there will be 
an estates analysis for men doing estates 
work 

On Friday evening Vice-president 
Adams will be toastmaster at the ban- 
quet, the address of welcome being 
given by President Ayers. The speakers 
at the.banquet will be Governor Green 
of Michigan, Insurance Commissioner 
Livingston, Frank W. Blair, chairman 
of the board Union-Guardian banking 
group of Detroit; Vice-president James 
V. Barry, Metropolitan Life, and C. M. 
Cartwright of THe NationaL UNpeEr- 
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Aside from the banquet speakers 
the following will be present as guests; 

L. E. Zacher, president, Travelers; Her- 
bert M. Woollen, president, American 
Central Life; Chas. W. Gold, president, 
American Life Convention and ice- 
president, Jefferson Standard Life; Col 
Cc. B. Robbins, president Cedar Rapids 
Life: John M. Laird, vice-president, ‘‘on- 
necticut General Life; Harry L. Seay, 
president, Southland Life; E. O. Burget, 
president, Peoples Life of Frankfort, 
Ind.; F. P. Manly, president, Indianap- 
olis Life; Edw. B. Raub, vice-president, 
Indianapolis Life; L. T. Hands, ices 
president, Michigan Life; John A. Rey- 
nolds, president, Detroit Life; Byron K, 
Elliott, manager, American Life Con- 
vention; Geo. A. Boissard, president, Na- 
Guardian Life; F. L. Alexander, 
Lafayette Life; R. E. Sweeney, 
vice-president, State Life, Indianapolis, 
Lee J. Dougherty, president, Guaranty 
Life; Wendell P. Coler, secretary and acs 
tuary, American Life Convention; ©. A 
Palmer, ex-insurance commissions of 
Michigan; John J. Mooney, ex-president 
Mutual Life; A. A. Ander 
son, Grand Rapids, director of Americal 


Life. 


Lamar Life Agents on Jaunt 


Leaders in Field Force Enjoy New 
Orleans Visit and Boat Trip to 


New York at Convention 


—— 


NEW ORLEANS, July 31.—Some 
150 representatives of the Lamar Life of 
Jackson, Miss., attended the “Go-Gete 
ters” convention of the company here 
last week. The party left aboard the 
Southern Pacific steamer “Dixie” for 4 
cruise to New York, personally come 
ducted by Frank V. Schaub oi the 
Southern Pacific lines, and occupying 
the entire promenade deck. In New 
York they are stopping for a week’ 
visit and will then return south, stop 
ping at Washington and Louisville, and 
then going by rail to Jackson. 

The agents during the voyage broad 
cast their activities via the ship’s radi0 
to the Lamar Life’s radio statim 
WJDX, which rebroadcasts it for the 
stay-at-homes. 
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THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden Price $1.50 
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